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TURNED UPSIDE DOWN 


Quoting from an announcement to our boys in January, 1931: 

| “THE BIG IDEA IN 1931, to carry the Individual already with the MIN- | 

| NESOTA MUTUAL, tested selling and organization methods, genuinely | 
to help the INDIVIDUAL to a degree of success commensurate with his 

willingness to make an earnest and sustained effort. The MINNESOTA 


| MUTUAL accepts that as ITS responsibility.” 
Individual Records Turned Upside Down Have Resulted— 


For Instance 

One Agency, a new one, hada record for the first five months as follows— 
$34,000; $34,500; $36,500; $35,000; $33,250; from January to May. 

JUNE business following the new plan of habit selling was $67,250. 
JULY business, with seven men working was . . . . $286,000. 


There was no case in the July total over $10,000—only three so large. No 
Group or Wholesale—just honest-to-goodness business. The INDIVIDUAL 
SALESMEN’S records were $68,000; $67,000; $65,000; $29,000; $20,000; 
$17,500; $15,000. 

The average size of the forty-eight sales was about $6,000—all of them due to 
the plan. 


In another case—the Agency’s record since January 1931 had been $59,500; 
$49,250; $46,000; $76,500; $78,750, eliminating group. 


JUNE business following the new plan was $108,500. 
JULY business continued the increase with $213,500. 


One INDIVIDUAL in this Agency produced $51,000 in 1930. In 1931 his 
record from January to May was: $3,000; $13,500; $16,000 ; $27,000 ; $25,000. | 


June business for him was $75,500; July $54,500. 


Of NINE Agencies where the plan has been tried, six are way ahead of 1930, 
and the other three are holding up to quota. 


MAY WE HELP YOU TURN YOUR RECORD UPSIDE DOW N? 


THE MINNESOTA MUTUAL (4am) 
LIFE INSURANCE COMPANY (a? 


1880 SAINT PAUL 1931 








































































SOMETHING DIFFERENT! 
SOMETHING PROGRESSIVE! 
SOMETHING PROFITABLE! 


AN INCOME-PAYING CONTRACT FOR AGENTS! 


THE AMERICAN CENTRAL LIFE INSURANCE COMPANY IS NOW READY 
TO INTRODUCE A NEW TYPE OF AGENT’S APPOINTMENT WITH MANY 
HIGHLY ATTRACTIVE AND NOVEL ADVANTAGES: 


1. This unique appointment, although primarily a commission contract, pays 
to those who qualify a MONTHLY INCOME scaled according to the 
holder’s total paid-for life insurance in force with the Company at the end 
of each month, 


2. It renders the renewal of insurance as profitable as its original produc- 
tion—a real incentive to the creation of a satisfied clientele and the attainment 
of a substantial, independence-yielding income in later years. 


3. It presents good compensation for new business. 

4. It is offered only to those who are interested in personal production—not 
General Agents. (The American Central recruits its organizers from the 
ranks of its own agency force.) 

5. Unusual opportunity and special Home Office training on the ground 
awaits those who can qualify for this contract and who wish to operate in 


Illinois, Indiana, Kansas, Michigan, Missouri, Ohio, or Texas—territories 
now undergoing intensive development. 


For Detailed Information Write To: 


AMERICAN CENTRAL 


LIFE INSURANCE COMPANY 


INDIANAPOLIS 


Old Line Legal Reserve Established 1899 
Herbert M. Woollen, President 
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Companies Make 
Investment Gain 
Small But Indubitable Profit in 


1930 Reported by J. G. 
White & Co. 


RECORD IN INSURANCE 


Investment House Survey Shows Busi- 
ness Made .99 Percent Appreciation 
on Stocks, Bonds 


the 
increase in 


only 
value of 


Life companies were ones 
able to report an 
security holdings last year, it is shown 
in an analysis of 46 leading carriers op- 
erating in New York, made public by 
]. G. White & Co., New York City 


Depreciation in secur- 


in- 
vestment house. 
ity values for fire, casualty and miscel- 
United States 
branches of foreign fire companies, was 
1930 than in 


laneous companies and 


substantially greater in 
1929. 

In general, the quality of investment 
performance, by groups of companies, 
varied inversely with the percentage of 
stocks held. 


Ne Basic Change in Policy 


The survey, the fifth annual report in 
a continuing study of insurance company 
investments covering companies with 
combined holdings in excess of $14,700,- 
000,000, shows that despite heavy losses 
suffered in stocks during the past two 
years, there is no indication that those 
companies which have heretofore in- 
vested primarily in equities have under- 
gone any basic change in investment 
policy. Such companies, as a group, con- 
tinued to invest primarily in stocks dur- 
ing 1930. Moreover, those groups of 
companies which heretofore had rela- 
tively small stock holdings invested more 
than their usual quota in stocks during 
1930, 

From the standpoint of diversification, 
1930 marked a sharp reversal of the 
trend toward relatively smaller bond 
holdings which had been in evidence 
since 1924. “Much of this gain in per- 
centage of bonds to total investments 
in 1930, however, was occasioned by the 
decline in value of stock holdings, which 


automatically increased the ratio of 
bonds to total investments,” the report 
States. 


“Another outstanding feature from 
the standpoint of diversification is that 
the increasing preference for public util- 
ity bonds among all classes of com- 
panies, which has been characteristic of 
a years, is again clearly apparent in 


Appreciation in Values 


The 33 life insurance companies in- 
cluded in the study showed an apprecia- 
tion of .99 percent in value of stock and 
bond holdings in 1930. This gain in val- 
ues represents the only time in the past 
two years that any group has been able 
(CONTINUED ON PAGE 20) 


'Present Disability Form 


The views of one life insurance execu- 
tive who believes that radical restriction 
is the answer to the income disability 
problem, and the views of four execu- 
tives who favor abolition of the benefit, 
are presented in THe NationAL UNDER- 
WRITER forum this week. 

H. B. Hill, president of the Abraham 
Lincoln Life of Springfield, Ill, is the 
executive who feels that disability re- 
form can be brought about by restric- 


tion. He makes certain definite sugges- 
tions. 
A well known official of an eastern 


company, whose word is often heard in 
the organized councils of life insurance, 
prefers to be quoted anonymously. He 
believes that unless income disability is 
abolished, the insurance commissioners 
will demand its abolition. 

William Montgomery, president Acacia 
Mutual Life, attributes the introduction 
of income disability to the “Mammon 
of production.” To him income disabil- 
ity is a grave mistake. 

E, P. Greenwood, president of the 
Great Southern Life of Dallas, believes 
that disability should have been left to 


the accident and health companies. 
Julian Price, president Jefferson 

Standard Life of Greensboro, N. C. 

favors concerted and immediate action 


companies in the direction of 


reform. 


by the 
disability 


Experience of Abraham 
Lincoln Life Favorable 


The observations of Mr. Hill follow 

“Our experience under disability ben- 
efits has been exceptionally favorable, 
so that our views on the objectionable 
features of the situation can only be 
based on reports of experience of other 
companies and general theorizing 

“While a great many companies re- 
port severe losses in 1930, this may be 
due to excess losses on business writ- 
ten during the years when some com- 
panies were using the so-called three 
months clause, some even making the 
benefit retroactive to commencement of 
disability without elimination of any pre- 
liminary period, and at rates which ex- 
perience showed were decidedly inade- 
quate. The elimination of the first three 
months period for monthly income and 
the material increases in rates which 
have been charged by companies re- 
cently should be of assistance in reduc- 


ing or eliminating the losses, even 
though some companies still report an 
impression that the present rates are 


still inadequate. 

“It has been suggested that a reduc- 
tion be made in the amount of monthly 
income per thousand of insurance, but 
we are of the opinion this would tend 
to destroy the popularity of the benefit, 
to which has been assigned at least part 
of the large increases in writings in re- 
cent years. 


Suggests Five Definite 

Changes for Betterment 

“We have given consideration to 
these problems and suggest the follow- 
ing: 

“1. More care in underwriting. 





“9. Limitation in the maximum 








Draws Hostile Criticism 


monthly income allowed under any one 
and all policies, a step toward which 
would be the interchange by companies 
(through some such medium as the M 
I. B.) of information as to amounts of 
monthly income and waiver of premium 
being applied for. 

“3. Adoption of a pro-rating clause 
which would prevent an insured from 
obtaining monthly income benefits out 
of proportion to his earned income. 

“4. Non-allowance of the benefits on 
small amounts of insurance, such as be- 
low $2,500 or $2,000, so as to eliminate 
the disproportionate expense of exam- 
ination and inspections. 

“5. Return to the old clause so as to 
require the disability to be presumably 
permanent instead of allowing the bene- 
fits in case of total disability for such 
a comparatively small period as four 
months.” 

ss 


Waiver of Premium Is 

Entirely Proper Cover 

Following are the ideas of the eastern 
company executive, who prefers anony- 
mity: 

“T am alwavs have been 


now and 


unalterably opposed to the writing of 
insurance contracts which contain the 
provision providing for monthly pay- 


ments in case of total and complete dis- 
ability. At the same time, I have always 
felt that a provision to the effect that 
premiums should be waived was an en- 
tirely proper part of a life insurance con- 
(CONTINUED ON PAGE 20) 





July Decrease of 
17% Reported by 
Life Presidents 





NEW YORK, Aug. 20.—New life in- 
surance production last month was 17.1 
percent less than in July, 1930, and the 


cumulative total for first seven months 
of 1931 was 13 percent below last year's 
total, according to the Association of 


Life Insurance Presidents. Industrial 
insurance was the only class showing an 
increase for July, gaining 2.3 percent. 
For July, the total new business of all 
classes written by the 44 member com- 
panies was $905,042,000 against $1,092,- 
290,000 in July, 1930, a decrease of 17.1 
percent. New ordinary amounted to 
$605,628,000 against $714,748,000, a de- 
crease of 15.3 percent. Industrial 
amounted to $253,228,000 against $247,- 
506,000, an increase of 2.3 percent. 
Group was $46,186,000 against $130,036,- 
000, a decrease of 64.5 percent. 

For the first seven months, the total 
new business of these companies was 
$6,743,673,000 this year against $7,749,- 
493,000 last year, a decrease of 13 per- 
cent. New ordinary amounted to $4,556,- 
066,000 against $5,384,523,000, a decrease 
of 15.4 percent. Industrial amounted to 
$1,644,991,000 against $1,725,898,000, a 
decrease of 4.7 percent. Group amounted 
to $542,616,000 against $639,072,000, a de- 
crease of 15.1 percent. 





Companies Wary 
of Banking Field 


Tighten on “Investment” Policies 
Involving Hazardous “Call 
Loan” Feature 


BOON TO WISE BUYERS 


Methods Available, 
However, for Leaving Money at 


Various Remain 


Interest with Carriers 


NEW YORK, Aug. 20.—Recent ac- 
tions by some life companies in dis- 
continuing or restricting certain types 


of contracts of an almost purely invest- 
ment banking nature would indicate that 
they are on the alert not to be put in 
the situation that 
banks to interest 
amounts of 


has caused savings 
and curtail 


they 


cut rates 


deposits which will 
accept. 

The most pronounced example of this 
type of contract, a combination single 
premium life and annuity policy sold in 
units of $1,050, paying a good rate of 
interest and having a face cash surren- 
der value or death benefit of $1,000 at 
any time, has been greatly restricted in 
its sale by adverse action by insurance 
departments and companies themselves. 


Saw Danger Ahead 


The latter felt there were some dan 
gerous elements in having large amounts 
of virtual “call loans” in force, on which 
they would have to pay cash on demand 
For a considerable time after their in- 
troduction these contracts were not gen- 
erally recognized as one of the finest in- 
vestments. ut when other securities 
turned sour there was a rush on the 
life-with-annuity contract which quickly 
convinced companies they were in dan- 
ger of getting too large a proportion 
of their business on this investment 
form. 

As this channel of investment became 
more restricted, buyers turned to other 


forms offering almost the same feat- 
ures, with the result that at least one 
company has discontinued its two-year 


endowment form because it feared the 
results of undue popularity for such a 
short-term contract. This action was 
not on account of the policy itself, but 
because the sole purpose in buying such 
a form was to leave the proceeds at 
interest. 


Expect Concerted Demand 


When the demand for these proceeds 
will occur cannot be accurately fore- 
told, but when it does come it is likely 
to be concerted, as it will probably 
happen when business is felt to be defi- 
nitely on the upgrade and investors feel 
that they can make more money in 
other enterprises, and almost as safely. 

The necessity of keeping a large pro- 
portion of its investments in the form of 
short-term, low-yield securities which 

(CONTINUED ON PAGE 20) 













































































































Ball in Stirring 
Call for Courage 


Turn “Depression” Into “Press 
On” Columbus Mutual 
Head Urges 


TO END SELF PARALYSIS 


Recalls in Address to Agents Steps 
Company Has Taken to Insure 
Progress 
TOLEDO, Aug. 20.—President Dan 


E. Ball of the Columbus Mutual Life, 
who is gaining in popularity among his 
agents as they realize that his quiet and 
friendly manner is the manifestation of 
a level head and what might be called 
progressive fundamentalism in life insur- 
ance, delivered an address at the agency 
convention in Toledo today, calculated 
to strengthen the back bone of those 
inclined to give in to the constant pound- 
ing on their ears and eyes of the word 
“depression.” Mr. Ball expressed the 
attitude of true courage, as distinguished 
from the evangelistic shouters of hard 
times. : 

The theme of Mr. Ball’s address, he 
found recently in the idea of a writer, 
who by amputating the letters d-i-e from 
depression produced the words “press 
on.” Not only was this the theme of 
Mr. Ball’s remarks, it was the theme of 
the convention. “Press on” was the slo- 
gan appearing throughout the conven- 
tion hall and corridors. 


Ubiquitous “Depression” 


“On every side of us as we say ‘Good 
morning’ to our neighbors over the 
back fence,” Mr. Ball declared, “as we 
meet acquaintances on the street, in the 
street cars, in the stores, club, church, 
in every public gathering we hear the 
word, ‘depression.’ In every paper, in 
the magazines, in books we read about 
the ‘depression’—its cause, its effects, 
its cure. We are thoroughly sold on 
the idea of depression. We are depres- 
sion-minded. We have become hypo- 
chondriac on the subject. With some 
of us the disease has become chronic. 


We 


We make no effort to get well. 

take morbid enjoyment in being de- 
pressed. If you are not depressed, you 
feel as much left out in the cold, as 


a topic of conversa- 


much at a loss for 
who has never been 


tion as the person 
operated. 

“Just recently I read an analysis of 
the word ‘depression’ itself, into three 
words, which brought out to me some 
very helpful thoughts. Cut out the first 
two letters ‘de’ and the letter ‘i’ and 
vou have left the two words ‘press on.’ 
The three letters taken oft spell ‘die’ 
and therein lies the cause of the depres- 
sion. We have allowed our faith to die 
and our courage and confidence and 
hope to die and as a result we are para- 
lyzed by fear, demoralized by our own 
uncertainty and misgivings—victims of 
auto-stagnation. Dvine of dry rot be- 
cause we have permitted poisons gen- 
erated within ourselves to devitalize us 
of those qualities of initiative, aggressive- 
ness, determination, and courage which 
make for life and progress and success. 


Press On Is Cure 


“The two remaining words ‘Press On’ 
constitute the cure for depression and 
have been selected as the keynote of 
this convention. In them lies our hope 
for the future—the method bv which we 
can work out our own salvation. ‘Press 
on’ and the ‘depression’ will cure itself. 


THE NATIONAL 





UNDERWRITER 
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E. 


BALL 


D. 


President D. E. Ball headed the home 
office contingent of the Columbus Mu- 
tual Life at the company’s annual agency 
convention in Toledo. Mr. Ball was 
an attentive listener at all sessions; he 
entertained the leading agents at a 
luncheon and delivered an inspiring ad- 
dress at the closing session. Mr. Ball 
has the confidence of his agents and is 
successfully steering the Columbus Mu- 
tual during the economic storm of today. 








St. Louis Merger Approved 
by Three State Departments 





The merger of the Mississippi Valley 
Life and the First National Life, both 
of St. Louis, has been approved by the 
Illinois, Missouri and Oklahoma depart- 
ments. J. F. Dickmann heads the 
merged company, to be known as the 
Mississippi Valley Life, with $100,000 
capital, $180,000 surplus, $4,500,000 as- 
sets and $40,000,000 insurance in force. 
It will write both ordinary and indus- 
trial insurance. The merger was ef- 
fected through an exchange of stock. 


Norene Made Supervisor 


E. H. Norene has been appointed 
agency supervisor of the Fidelity Mu- 
tual Life. He started in the business in 
the Portland, Ore. office of the New 
York Life and then became an agent. 
Later on he was principal of a high 
school in Oregon and subsequently be- 
came connected with the Seattle office 
of the New York Life. Later he was 
transferred to Portland to recruit and 
supervise new agents in western Ore- 
gon. Then he was transferred to Se- 
attle, being second in charge of the of- 
fice for three years looking after new 
men. There were about 130 agents in 
13 counties. For the past year he has 
been with the Penn Mutual. 


North Carolina May Act 


A hearing is being held in Raleigh, 
N. C., before Commissioner Boney to 
determine the fate in North Carolina 
of the National Benefit Life, a Negro in- 
stitution of Washington, D. C. A re- 
ceiver has been appointed in Georgia 
and Mr. Boney is listening to officers 
of the company before deciding whether 
to permit it to continue to operate in 
North Carolina. The hearing was sched- 
uled for Aug. 17, but at the request of 
National Benefit officers was deferred 
until Thursday. 


Report as to Hugh Hart 


Hugh D. Hart, formerly vice-presi- 
dent of the Penn Mutual Life, is re- 
ported to have located at Boston as 





(CONTINUED ON PAGE 12) 





general agent for a life company. 





Dort Becomes President of 
Fidelity Old Line of Omaha 


—— 


IS FORMER COMMISSIONER 





Company, Now Licensed for Accident 
and Health, Will Switch to Life Field 
and Increase Capital to $500,000 


OMAHA, Aug. 20—Election of Lloyd 
Dort, former Nebraska commissioner, as 
president of the Fidelity Old Line of 
Omaha was announced this week by 
John A. Farber, executive vice-president 
and general manager and the main fac- 
tor in the company, which is now li- 
censed as an accident and health com- 
pany in Nebraska. It has a paid-in 
capital of $50,000, but it is the plan of 
officials to increase this to $500,000 by 
Jan. 1 and change over to writing life 
insurance. Mr. Dort retired as Ne- 
braska commissioner the first of this 
year. He was active in the National 
Convention of Insurance Commission- 
ers, serving on its executive committee. 

Mr. Farber organized the new com- 
pany following the sale of his interests 
in the Union Pacific Assurance, which 
he organized in 1927, to H. A. Wolf, 
now the principal stockholder. Mr. 
Farber also organized the Atlas of 
Omaha, an accident and health com- 
pany, in 1924. He will continue as 
president of that company, which will 
confine its business to accident and 
health while the Fidelity will write life 
insurance exclusively. 

Other Officers of the Company 


Other officers of the new company 
are Dr. E. E. Simmons, faculty member 
of the college of medicine of Nebraska 
University, medical director; H. P. 
Farber, who is vice-president and sec- 
retary of the Atlas, vice-president and 
actuary; M. L. McTaggart, formerly of 
the underwriting department of the 
Union Pacific Assurance, secretary; I. A. 
Stalmaster, assistant attorney general of 
Nebraska; I. H. Brown, Norfolk, Neb., 
merchant; G. L. Berger, investment 
banker, and Walter Duda, owner of a 
string of automotive accessory firms, di- 
rectors. 

Offices of both the Fidelity and Atlas 
are at 788-796 Saunders-Kennedy build- 
ing, Omaha. 


Entertainment Features at 
Portland Are Announced 


Entertainment features for the annual 
meeting of the National Convention of 
Insurance Commissioners in Portland 
have been arranged. Monday afternoon. 
Sept. 14, there is to be a steamboat ex- 
cursion on the scenic Willamette and 
Columbia rivers with dinner under the 
supervision of President W. E. Hib- 
bard of the Union States Life. 

Tuesday evening there is to be a ban- 
quet under the auspices of the Portland 
chamber of commerce and on Wednes- 
day afternoon there will be an all-day 
motor trip around the Mount Hood 
loop and over the Columbia river high- 
way, with stops at important and his- 
toric points, ending in a sumptuous din- 
ner at the Columbia Gorge hotel on 
Columbia river highway. 


Medical Impairment Study 


The Actuarial Society of America, Ray 
D. Murphy, secretary, 256 Broadway, 
New York, has gotten out its medical 
impairment study, being a report of the 
joint committee on mortality of the As- 
sociation of Life Insurance Medical Di- 
rectors and the Actuarial Society. It is 
a book 175 pages and includes the prin- 
cipal medical impairments as well as a 
section dealing with height and weight. 
This comprises four-fifths of the mate- 
rial available from all the life insurance 
business in the country. The price to 
members is $5 and to non-members 
$7.50. 








Legal Section Has 
Timely Program 
Important Subjects to Be Dis. 


cussed by Authorities at 
A. L. C. Meeting 


WELL PREPARED PAPERs 


Two-Day Session at Pittsburgh Preceg. 
ing General Convention to Be 
Interesting 





Outstanding insurance counsel will 
discuss legal problems confronting fife 
companies in every day dealings with 
the public at the annual meeting of the 
legal section of the American Life Cop. 
vention to be held at the William Peng 
Hotel, Pittsburgh, Oct. 5-6. 

The complete tentative program for 
the meeting has been released by F, W. 
Wozencraft, counsel Southland Life 
Dallas, chairman, and Allen May, asso- 
ciate counsel Missouri State Life, St 
Louis, secretary of the section. 

In keeping with established A. L. ¢ 
custom, the legal section will hold its 
meetings the two days immediately pre- 
ceding the annual meeting of the main 
body at the William Penn, Oct. 7-9, 

Prepare Timely Program 


The legal section program is interest- 
ing and timely. Speakers were selected 
for their complete knowledge of the sub- 
jects assigned and all have given much 
time and thought in preparation of 
papers. 

The first session will open at 10 a. m 
Oct. 5 with an address by Judge W. M. 
McNaugher, common pleas court of 
Allegheny county, Pa., an outstanding 
jurist of western Pennsylvania. Chair- 
man Wozencraft will give a short talk 
as chairman, after which he will intro- 
duce Judge B. K. Elliott, manager and 
general counsel A. L. C., who will re- 
view recent life insurance decisions. 

“The assignment route or beneficiary 
route to insurance trusts” will be dis- 
cussed by C. P. Peterson, general coun- 
sel Bankers Life, Lincoln, Neb. 


Round Table Sessions 


A round table discussion will close 
the morning session, led by W. A. Vin- 
son, general counsel Great Southern 
Life, Houston. 

At a luncheon, W. F. Seay, general 
counsel Southland Life, will be principal 
speaker. 

The section will resume at 2 p. m 
with an address on “The effect of the 
incontestible clause upon the reinstated 
policy,” by J. C. Jones, Jr., associate 
general counsel American National, St 
Louis. The round table discussion 0! 
this talk will be presided over by A. E 
BroSmith, attorney, the Travelers, Hart- 
ford. ; 

“The Contractual Right of Reinstate 
ment” is the subject assigned W. C. Car- 
ter of Bryan, Carter & Middlebrooks, 
Atlanta. Discussion will be led by F.A. 
Sloan, counsel Bank Savings Life, To 
peka. “Review of Legislation and De- 
partment Action” will be given by R. H. 
Kastner, attorney, A. L. C., St. Louis. 


Old Question of Germs 


The second morning session will open 
with an address on “To what extent 
may entry of infectious germs into the 
human system be deemed accident un- 
der the double indemnity clause?” by 
William McKinley, general counsel Old 
Colony Life, Chicago. The chairman © 
the round table on this subject will be 
F. W. McAllister, vice-president an 
general counsel, Kansas City Life. 

(CONTINUED ON PAGE 10) 
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Greatest Test "yy 
All for Business 


Whatley Expresses Confidence Life 
Insurance Will Be Strength- 
ened Through Depression 


TELLS NEW AGENT TYPE 


National Leader Features Program at 
Chicago Convention of Protective 
Life Agents’ Club 


Life insurance has gone through two 
great epochs in the past and now is be- 
ing submitted to the greatest test of all 
during the so-called depression period, 
S. T. Whatley, Aetna 
Life, Chicago, a 
clared at the annual agency 
of the Protective Life of Birmingham in 


general 
Alabamian, 


agent 
native de- 


convention 


Chicago this week. 
“There are 
fear 


quite a few today who 


honestly that legal reserve life in- 
surance will not emerge from this period 
with its unscathed reputation for safety,’ 
he said. “To be sure there have already 
appeared weak spots, and there will be 
others, but the companies which have 
been honestly and intelligent.y managed 
will come through b.gger and finer than 
ever. And the institution of legal reserve 
life insurance will reach out and protect 
those weak spots against loss to the 
American policyholder.” 


Struggles Strengthen Bus ness 


He said that the first epoch was the 
famous New York investigation when 
everybody in the business was quite cer- 
tain that life insurance was receiving a 
blow from which it would never arise. 
But, he said, “it emerged stronger be- 
cause of its suffering; cleaner and so- 
bered to enjoy such a period of pros- 
perity and publ.c confidence as never 
before.” 

Then came the world war and govern- 
ment war risk insurance. Everybody 
was quite certain that the government 
was going to put private life companies 
out of business, while on the contrary 
life insurance received the greatest pos- 
sible endorsement and again emerged 
finer, stronger and enjoying even a 
greater degree of public confidence, Mr. 
Whatley said. 


Demonstration of Soundness 


“The investment genius of the nation 
is now being subjected to an acid test, 
but this very test will prove to the 
American public the advisability of en- 
trusting their funds to experts for invest- 
ment, 

“We are already entering 
new phase which is to follow 
epoch period. People are turning to life 
imsurance instead of death insurance. 
During the past decade we life insurance 
men and women strayed too far from 
the original theory of the legal reserve 
idea. We were all preaching death in- 
surance and te'ling our clients to buy 
the cheapest permanent protection pos- 
“ible and to invest the balance. 

“How few of us proved to be good 
investors has been demonstrated by the 
number of us who have been forced to 
draw on the reserves of our life insur- 
ance policies, either for the purpose of 
protec ting our own investments, or even 
Possibly for money to live on after hav- 
ing lost our own wisely selected invest- 
ments, 

“When you go home, go out and sell 
life insurance and not death insurance. 
Psychologically the country is ready for 
this, Talk to men about saving and get 
away from the spending idea and you 
(CONTINUED ON PAGE 13) 
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the third 











Protective Life President 
at Chicago Convention 























SAMUEL 


F. CLABAUGH 


S. F. Clabaugh, president of the Pro- 
tective Life of Birmingham, Ala., was 
in Chicago this week as his agency force 
was holding its meeting in the city. One 
of the features of the agency convention 
was the Sunday morning business meet- 
ing. Sunday afternoon all hands went 
to the new home of President Ben I. 
Rapport, president of the Old Republic 
Credit Life of Chicago. Mr. Rapport 
recently moved to Chicago inasmuch as 
his company, the Bank Credit Life 
of Birmingham, and the Old Republic 
Life of Chicago, consolidated. Mr. 
Clabaugh is a native of Birmingham, 
graduating at the University of Ala- 
bama. He received the degrees of bach- 
elor of arts, master of arts and bachelor 
of laws. He served as vice-president of 
the City National Bank & Trust of Tus- 
caloosa, Ala. He became an agent of 
the Pacific Mutual Life and then was 
elected president of the Alabama Na- 
tional Life in 1926. The Alabama Na- 
tional and the Protective were com- 
bined and he headed the new organi- 
zation. | He established the Tuscaloosa 

“News” in 1910 and was its editor and 
pub isher until he was appointed post- 
master there in 1924. 


Final Touches on Program 
of the Commissioners Made 


President J. G. Read of the National 
Convention of Insurance Commissioners 
in announcing the final program for the 
annual meeting at Portland, Ore., has 
put the executive session on the after- 
noon of Sept. 15, the second day of 
the meeting. The morning of Sept. 14 
will be given to the welcome and re- 
sponses, president’s address, report of 
Secretary Caldwell and the paper by 
Col. H. P. Dunham of Connecticut on 
insurance company examinations, Tues- 
day morning Superintendent Van 
Schaick of New York and Superinten- 
dent McQuarrie of Utah will present 
their papers and there will be discus- 
sions. The banquet will be held 
Tuesday evening. Wednesday will be 
given over entirely to sightseeing and 
then on Thursday morning Commis- 
sioner Brown of Minnesota will speak 
on permanent and total disability in life 
policies and Superintendent Greer of 
Alabama will speak on qualified agents 
Discussions for both of these papers are 
provided for. 





Ellingson Made Supervisor 


Victor H. Ellingson, former assistant 
manager of the Missouri State Life in 
Des Moines, has been named supervisor 
for the Central Life of Des Moines and 





will operate out of the home office. 








E -DITION 


Bond Account Analysis 
of Insurance Companies 


MONTREAL, CAN., Aug. 20.—R. R. 


Hamilton of Moody’s Investors Service 
of New York City in a talk before the 
National Fraternal Congress annual con- 
vention here gave some interesting views 
on investments as pertaining to those of 
insurance companies. He said in part: 

In analyzing bond accounts of insur- 
ance companies, probably the four 
most important considerations are 
security, yield, marketability, and diver- 
sification. Too many insurance men 
and bankers have gradually accumu- 
lated bond accounts which are any- 
thing but strong and high grade, and 
much work now remains to be done in 
readjusting these accounts in order to 
bring about: (1) a higher standard of 
quality of the individual securities; (2) 
an efficient and sounder general con- 
struction or diversification; (3) a more 
logical distribution of maturities; (4) a 
proper unit of purchase in bond com- 
mitments; (5) a greater degree of mar- 
ketability. 


Time an Important Factor 
in Bond Investments 


To fully arrive at an understanding 
of the true character of a bond, it is 
necessary that one carefully weigh such 
factors as the asset value, earning 
power, and proven ability of the issue 
or company as demonstrated over an 
extended period of time. You will ob- 
serve that I say “extended” because 
usually the results of a company for 
the short interval of a year is not a 
reliable index of what to confidently 
expect in the future. I have seen com- 
panies promoted through consolidation 
or otherwise during periods of abnor- 
mal prosperity almost completely fold 
up when business depression and read- 
justment followed. 

Chere are other important fac- 
tors to be considered of a non-statisti 
cal nature such as character of the man- 
agement, general financial strength and 
alliances, stability and permanence of 
the business, franchises, etc. 

Complete information is readily avail- 
able in up-to-date form from many 
sources on any seasoned company in 


also 


whose securities there is any general 
public interest and if the full informa- 
tion is not available, don’t invest. There 
are too many well known bonds upon 
which complete data are available to 


risk buying an 
matter how highly the 


unknown quantity no 
latter is praised 
Security Is a Big Point 

to Take Into Consideration 


Security of principal and interest as 
to earnings and assets are by far the 
most important points of consideration 
in buying a bond or list of bonds. It 


is particularly important in an insur- 
ance account because the funds are 
held in a fiduciary capacity. It is our 


opinion that by far the greatest amount 
of the funds ET be placed in issues 
which are rated “A” or better and thus 


the amount ee in bonds of “Baa” 
grade should constitute but a small 
part of the total amount, and bonds 
rated lower in quality should be dis- 
tinctly avoided. The same applies to 
the unrated bonds, except in special 
cases. 


Our experience has shown over a pe- 
riod of time that there is nothing to 
be gained in attempting to obtain a 
disproportionately high yield from bond 


holdings by placing any considerable 
percentage of the funds in issues of 
mediocre and low gr rade. Where such 


is attempted the principal loss which is 
sometimes sustained in but a few items 
is sufficient to reduce the net total in- 


come below what it would have been 
had all the funds been invested at an 
individually lower rate in bonds of 


strong investment character. Surely it 





is obvious that if high grade bonds are 
certain basis and the bond 
trying to get 1 percent to 2 
more, he is jeopardizing his 


selling on a 
buyer is 
percent 


principal in so doing 


May Strain at Yield 
and Impair Whole Income 


There are exceptions, of course, and 


many bonds sell out of line because of 
some temporary influence Many in 
surance companies are doing this, not 
only with a portion of their bond ac- 


count but also with the whole account 
Suppose, for example, an insurance 
company had a $1,000,000 bond account 
divided into 100 issues of $10,000 
This fund invested at 5 percent 
produce $50,000 annual income. Now 
if instead of investing this money at 5 
percent, the buying committee strives 
for and obtains 6 percent this would 
afford an income of $60,000. If in or- 


each 
would 


der to do this they have so impaired 
their whole account so as to necessi 
tate taking a 50 percent loss in two of 


these 100 issues, this loss completely 


eliminates the additional $10,000 that 
they have been trying to obtain. 
Three Primary Considerations 

in Investment Quality 

Experience has taught us that the 
three primary considerations in deter- 


mining the investment quality of a 
bond are: (1) The relation of property 
values or equity to the mortgage lien 
or total amount of the bond issue; (2) 
the relation of income to _ interest 
charges after all rightful prior deduc- 
tions, and (3) the demonstrated ability 
of a company to maintain its opera- 
tions at a uniformly profitable level. 
After these statistical considerations 
have been properly weighed, the result- 
ant opinion or rating might have to be 
changed somewhat as a result of cer 


tain existing non-statistical factors 
which might have an important bear- 
ing on the security Almost every is 
sue presents certain individual prob 


lems and the same standards cannot be 
(CONTINUED ON PAGE 12) 





Heads Company 











LLOYD DORT 


Lloyd Dort, former Nebraska com- 
missioner, has been elected president of 
the Fidelity Old Line of Omaha. The 
company is now licensed for accident 
and health business, with $50,000 paid 
in capital, but plans to increase this to 
$500,000 by Jan. 1 and change over to 
life insurance exclusively. 
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Degenerative Diseases Are 


Serious Problem of Today 


TAKE A HEAVY TOLL IN U. §&. 


Medical Director Thornton of Lincoln 
National Gives Mortality Data Be- 
fore Fraternal Congress 


There have been some striking mor- 
tality changes in the 20th century, Dr. 
W. E. Thornton, medical director Lin- 
coln National Life of Fort Wayne, told 
the National Fraternal Congress in con- 
vention at Montreal. Most heartening, 
he said, is the progressing conquest of 
tuberculosis. However, he believes de- 
generative diseases should be exhaust- 
ively studied and preventive’ methods 
developed. 

Whereas in 1900 the death rate was 
200 per 100,000 of general population, 
in 1930 it had fallen to 71. Distinct 
improvement also is shown in pneumo- 
nia, which in 1900 cost 180 lives of 
every 100,000; in 1920, 137, and only 
78 in 1930, 


Improvement Among Infants 


Dr. Thornton said perhaps the most 
striking improvement of all has _ oc- 
curred in saving infants and young 
lives. The whole infant mortality has 
been cut fully 60 percent, he stated. 
Death rate of children ages 1 to 4 in- 
clusive, has declined 50 percent, and 
combined death rates of all children, 
ages 2 to 8 inclusive, have dropped 67 
percent. 

He points out the obvious fact that 
juvenile insurance as it is known today 
could not have been written 25 years 
ago when primary acute infections were 
responsible for the heavy death toll. In- 
creased knowledge of bacteriology, im- 
munology and epidemiology has _ indi- 
cated hygienic sanitation and control 
measures which have helped to curb ty- 
phoid fever, smallpox, malaria and 
other infectious diseases. 


Less Optimistic Picture 


But the rosy picture fades among per- 
sons over 40, he said. He cited the 
“Big Four of Deaths” which still take 
a great many lives, organic disease of 
the heart, malignancy, nephritis and ar- 
terio-sclerosis. 

Whereas in 1900, only 132 per 100,- 
000 were dying of heart diseases, in 
1911 this became the leading cause of 
death in this country. In 1930 there 
were 207 per 100,000 who died from 
this cause. It now accounts for 14 per- 
cent of all deaths at all ages and 2: 
percent of all deaths at and beyond 
age 40, 

Another degenerative disease, malig- 
nancy, or cancer, shows a persistent in- 
crease in mortality and baffles scien- 
tists. The mortality in 1900 was 63 per 
100,000; in 1920 it was 83 and 1930, 96. 
He points out that although this figure 
may appear small, last year it meant 
125,000 persons in the United States 
and Canada and 118,000 in the United 
States alone. 

Death Rates of Others 


Nephritis, which is third in point of 
mortality, killed 90 per 100,000 in 1930 
and apoplexy and arterio-sclerosis 88 
per 100,000. 

Fifty percent of declinations of rated 
policies has been and still is due to 
these circulatory diseases, he said. In 
spite of the high percentage of disease 
information, a study of deaths of in- 
sured persons after age 40 shows that 
one-half is due to these same diseases. 

He mentioned the great hazard of au- 


tomobiles, with fatalities which have 
climbed to 25 per 100,000. There has 
been an increase in the incidence of 


functional nervous diseases, particularly 
in this country. 

Dr. Thornton said the conclusion ap- 
pears evident that the group method of 
inquiry is a more sensitive index of ul- 
t te prognosis than is the opinion of 
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Vermillion Group Head 
at Management Session 











VERMILLION 


GIFFORD T. 


C. H. Poindexter, general agent 
Northwestern Mutual, Kansas City, 
Kan., has resigned as chairman of group 
1 in the management meeting Sept. 22 
at the annual convention in Pittsburgh 
of the National Association of Life Un- 
derwriters, and Gifford T. Vermillion, 
manager Mutual Life of New York in 
Milwaukee, has accepted the assignment. 

The program for the meeting now is 
practically complete, O. Sam Cummings, 
state manager Kansas City Life, Dallas, 
being an added starter in the group 1 
session under the second subject, “Fi- 
nancing Agents and Their Business.” 
This completes the group sessions pro- 
gram. The only subject unassigned is 
one in the morning general meeting, 
“Showing a Gain in 1931,” scheduled for 
11:30. 








Fraternal Congress Meets 
in Canada; Allen Is Slated 


MONTREAL, QUE., Aug. 20.—The 
National Fraternal Congress of Amer- 
ica is in session here with the largest 
attendance in its history. Delegates are 
present from 87 societies of the United 
States and Canada. T. L. McCullough, 
president of the Praetorians, Dallas, pre- 
sided. Investments of the societies re- 
ceived attention in the discussions. On 
account of the fact that the investments 
of fraternal societies are limited by most 
of the state statutes to municipals and 
first mortgages, the speakers congratu- 
lated them on their favorable position in 
the present situation. In the election of 
officers for the ensuing year, it is 
agreed that George Allen, president of 
the Fraternal Aid Union, Lawrence, 
Kan., will be the new president. 








even the most able and experienced 
clinician, but the method attains its 
highest accuracy only if the groups are 
kept pure and even by applying rigid, 
unyielding indices to each and every 
member. This demands _ standardiza- 
tion of all life companies’ examinations 
and tests and strict application of the 
standards, especially to borderline cases. 


Opportunity for Research 


Dr. Thornton believes life insurance 
medical directors have a unique oppor- 
tunity in working on the earliest and 
most incipient phases of the cardio- 
vascular-renal disease. He says millions 
are spent yearly on preventive methods 
in the infectious disease group, millions 
in cancer research, but studies in the 
realm of degenerative diseases are com- 
paratively few and far between. 








Body 
Meets in Toronto Oct. 12-14 


FULL PROGRAM ARRANGED 


Ontario’s Premier to Appear—Outside 
Speakers, R. W. Hill, G. T. 
Jackson, A. B. Segur 


The annual meeting of the Life Office 
Management Association is scheduled 
for Oct. 12-14, at the Royal York hotel 
in Toronto. 

The address of welcome is to be given 
by G. S. Henry, Ontario premier. The 
presidential address will be given by A. 
A. Rydgren, vice-president Continental 
American Life, to be followed by F. L. 
Rowland, Lincoln National Life, who is 
secretary of the Life Office Management 
Association. He will discuss “Home 
Office Departmental Operating Audits.” 

Monday afternoon the first speaker is 


to be R. W. Hill, secretary National 
Institute of Banking. His topic is “The 
Value of Special Educational Work 


Conducted in Business Institutions.” C. 
E. Elvins, secretary Insurance Institute 
of Toronto, will discuss “The Educa- 
tional Program of the Insurance Insti- 


tute of Toronto.” B. J. Perry, vice- 
president Massachusetts Mutual, will 
discuss “Home Office Department 


Heads’ Meetings.” 
Monday Afternoon Session 


The Monday afternoon session will 
close with three discussional confer- 
ences: “Home Office Expenses,” to be 


led by W. D. Holt, Provident Mutual; 
“Standard Terminology Applicable to 
Home Office Records,” to be led by H. 
OQ. White, Fidelity Mutual; “The Use 
of Punch Cards in Home Offices,” by 
R. W. Leib, Franklin Life. 

Monday evening there is 
informal banquet. 

The first address Tuesday morning 
will be “The Business Executive and 
His Economic Background,” by G. T. 
Jackson, professor of economics, Uni- 
versity of Toronto. There will then be 
brief papers by H. C. Pennicke, Ameri- 
can Central; L. D. Ramsey, Business 
Men’s’ Assurance; Miss’ Elisabeth 
O’Rourke, Lincoln National; E. D. 
Murphy, New York Life. 

D. N. Warters, assistant secretary 
Bankers Life of Iowa, will give an ad- 
dress, “Correlation of Intelligence Tests 
with Clerical Performance.” 

Visit to Home Offices 


to be an 


Tuesday afternoon is to be given over 
to visiting home offices of members in 
Toronto and there will be entertainment 
and recreation. 

“The Legal Phase of Premium 
Notices and Receipts” will be the first 
address Wednesday morning. It will be 
given by P. F. Bourscheidt, Peoria Life, 
and there will be two committee reports, 
one on “Home Office Building,” by C. 
M. Taylor, Provident Mutual, and a sec- 
ond on “Home Office Statistical and 
Operating Reports,” by A. E. Pequeg- 
nant, Mutual Life of Canada. 

“Training Clerical Workers for Me- 
chanical and Mental-Mechanical Office 
Operations” is the first address of 
Wednesday afternoon, to be given by 
A. B. Segur, industrial engineer. H. S. 
Arnold will then give the committee 
report on “Home Office Activities Aim- 
ing to Promote Conservation of Busi- 
ness. 

The sessions will close with three dis- 
cussional conferences, led by Mr. 
Pequegnant, Mr. Arnold and G. W. 
Skilton, Connecticut General. 





Danforth N. Y. Life Director 


W. H. Danforth, president of Rals- 
ton Purina Mills, St. Louis, has been 
elected a director of the New York Life. 





Order “Monthly Income Insurance and 
How to Write It,” by Harry McNamer, 
from The National Underwriter. $2.00. 
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Linton Finds Two Mark 
Trends in Life Insurance 


ONE TO INVESTMENT FORms 


Other, With Men Who Seek Lowest 
Outlay of Funds, Is Toward Pyr. 
chase of Term Policies 


PHILADELPHIA, Aug. 20.—The 
stock market crash of October, 1999 
with its resulting business depression, 
brought about two distinct trends yis. 
ible in life insurance today, in the opin 


ion of M. A. Linton, president Proy;. 
dent Mutual Life. 

These trends are (1) toward policy 
forms with large elements of savings 
and investment value and (2) toward 
forms where the low-premium feature 


is the primary consideration, 

Mr. Linton states that the two trends 
became well defined following the Stock 
market crash and have been accentuated 
by the subsequent industrial slump. 


Safety Factor Emphasized 


He points out that prior to the Wall 
street debacle persons were putting 
large sums into various types of invest. 
ment but had relaxed their emphasis on 
the safety angle. Since that time, how. 
ever, those with surplus funds or money 
to invest have been seeking methods of 
saving or investment vehicles where 
safety is strongly considered. 

Mr. Linton goes on to say that the 
various types of endowment and limited 
payment life policies have attracted, and 
are still attracting, a large group of in- 
dividuals who see in them a protection 
in the event of death and a safe means 
of saving for middle or old age require- 
ments. To this class, he points out, 
where the undoubted factor of safety is 
the main consideration, the somewhat 
higher premiums are of small conse- 
quence. 

Others Seek Low Cost 


At the other extreme, he says, is the 
group of individuals who find insurance 
a necessity but who seek the maximum 
protection for the minimum outlay of 
funds. The savings factor with this 
group outweighed by the fact that 
they can be insured for small cost by 
purchasing term insurance. 

He goes on to say that ordinary life 
policies are continuing to sell in large 
volume because of the relatively low 
rate when compared with types of poli- 
cies involving special features, but that 
the pronounced demands have been 
either toward the savings-safety type on 
the one extreme and term policies on 
the other. 

Mr. Linton states that despite the 
trend which has been in evidence toward 
term policies, the lower premium in- 
come from these has not cut as seriously 
into revenues as might be imagined. He 
points out in this connection that, as 
a matter of fact, the average premium 
per -$1,000 of insurance thus far this 
year for his company is slightly higher 
than for the similar period last year. 
Term insurance written so far this year 
is approximately three points higher 
than for the same period in 1930. 


1s 





Boyce Addresses Hamlin Agency 


W. L. Boyce, agency manager at 
Syracuse, N. Y., for the Equitable Life 
of New York was a guest speaker be 
fore the Clay W. Hamlin agency of the 
Mutual Benefit in Buffalo, at its recent 
conference. Mr. Boyce stressed the 
necessity of extra effort, more concen- 
trated effort and greater determination 
to win victory during present economic 
conditions. 

J. S. Murphy, superintendent of age? 
cies for the Hamlin office, acted 4s 
chairman and Dr. Brewster of the 
Mutual Benefit home office gave an 1 
teresting discussion from the medical 
department viewpoint. 
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Columbus Mutual 
Agents at Toledo 


L. M. Crandall, Russell S. King, 
A. C. Bayless Outside 
Speakers 


ATTENDANCE SETS RECORD 


Producers Attentive During Three Day 
Session, Eager for Ammunition 
to Battle Odds 


By LEVERING CARTWRIGHT 

TOLEDO, Aug. 20.—Evidence that 
agents are eager for ammunition with 
which to battle the odds of the day is 
found in the record breaking attendance 
and the attentiveness of producers at the 
annual agency roundup of the Colum- 
bus Mutual Life, which closed here to- 
day after three days. Most of the Col- 
umbus Mutual agents contribute part of 
their expenses in attending the conven- 
tion. Executives of the company be- 
lieve that this arrangement causes the 
agents, who come, to take the sessions 
more seriously. Accordingly, the fact 
that the attendance broke all records in 
a vear of hard times, seems to prove 
that agents today are decidedly educa- 
tionally bent. , iv: 

The sessions started under inauspici- 
ous circumstances since Monday morn- 
ing four of Toledo’s largest banks failed 
to open. But even the Toledo contin- 
gent was not gloomy, Frank Dwyer, of 
this city, presiding with a smile at the 
first session. At the suggestion of E. C. 
Phelps of Ft. Worth talk of bank fail- 
ures was proscribed in the convention 
hall and corridors. 


Three Outside Stars 


Three stars from outside the Colum- 
bus Mutual organization, all lived up to 
their reputations. Louis M. Crandall, 
special agent for the New England Mu- 
tual in Connecticut, who brought down 
the house at the annual convention of 
the National Association of Life Under- 
writers in Toronto last year, with his 
address, “Twenty-five Interviews, 35 
Applications,” repeated that speech for 
the Columbus Mutual men and repeated 
his triumph. Mr. Crandall has deliv- 
ered this address some 200 times during 
the year. 

A. C. Bayless, millionaire or more pro- 
ducer for the Southland Life in Hous- 
ton, in breezy fashion entertained and 
instructed his audience. He is a strong 
advocate of agents using newspaper 
space for advertising. He advised agents 
to make an investment in that type of 
advertising and to follow it up. Mr. 
Bayless said that such advertising will 
not bring customers to the agents’ doors, 
but if it does nothing else it will let 
the public know that the agent who is 
advertising is not a chiropractor or law- 
yer but he is an insurance man. 

Russell King’s Demonstration 


Russell S. King, general agent for the 
Union Central Life in Indianapolis, gave 
a demonstration of two very practical 
sales talks, having the virtue of being 
tasily used by any of the listeners and 
adapted to buyers of almost any eco- 
nomic stations. 

E. C. Phelps, who is connected with 
the Columbus Mutual in Ft. Worth, a 
serious and earnest speaker, delivered an 
Mspiring address the first day. He 
enumerated three essentials for the life 
msurance salesman—enthusiastic work, 
human Sympathy and understanding of 
the business. 

E. R. Kuck of Denver, who is now 
ngaged exclusively in the business of 





LIFE INSURANCE 


appointing agents, told with the use of 
object lessons the type of man he is 
seeking for an agency appointment and 
how he goes about securing men, 
Introduces New Men 


Mr. Kuck introduced two men, whom 
he has appointed recently. They were 
E. F. White, manager of the life depart- 
ment of Mitchell, Gartner & Walton of 
Ft. Worth; David A. Shepherd, formerly 
manager of the life department of the 
Colorado National Bank of Denver, who 
is now located in Nashville, Tenn. Mr. 
Kuck gave an analysis which he had 
prepared, showing how the Columbus 
Mutual leads the field in many particu- 
lars. He dwelt on the fact that its ratio 
of surplus to liabilities is among the 
highest, if not the highest, being 13.4 
percent. 

At the final session today, President 
D. E. Ball and Carl Mitcheltree, secre- 
tary and actuary, appeared on the pro- 
gram in behalf of the home office. Mr 
Ball delivered an address, an article 
about which appears in another column, 
and Mr. Mitcheltree announced a new 
policy, news of which appears in an- 
other section. Other Wednesday speak- 
ers were C. W. Ward, Thomas E. Berry 
and G. J. Abdella, all of Ohio 

One of the features of the convention 
was the presentation of the cup to the 
leading agency builder, John W. Weir of 
Cleveland. 


Patton Honorary Chairman 


Wade K. Patton of Hutchinson, Kan., 
was honorary chairman of the conven- 
tion. The honorary vice-chairman was 
S. C. Vaseley of Cleveland. 

Frank Dwyer, who has been with the 
Columbus Mutual since it was organ- 
ized 23 years ago and indeed helped in 
the organization, presided at the first 
session. Mr. Dwyer is located in To- 
ledo and his son, J. E. Dwyer, who has 
been with him for three years, was at 
the convention. 

Others who presided at the various 
sessions were L. L. Weaver, T. S. Ber- 
ridge, both of Ohio; G. J. Dobben of 
Michigan and Fred Swisher of Pratt, 
Kan. 

The banquet was held Tuesday eve- 
ning with S. A. Hoskins, vice-president, 
as toastmaster. The speaker was Rev. 
C. E. Sundberg. Tuesday noon Presi- 
dent Ball entertained members of the 
$200,000 club and the “President's Own 
Club” at luncheon. 

The home office contingent consisted 
of President Ball, Mr. Mitcheltree, Mr 
Hoskins, Lewis Stout, vice-president, H. 
P. Brandon, publicity director, Dr. W, 
B. Carpenter, medical director, E. M. 
Wright, cashier, and E. E. Daugherty 
and R. A. Engler, agency assistants. 


Officials on Tour 


Laurence F. Lee, president of the Oc- 
cidental Life of Raleigh, N. C., has been 
away from the office on a western tour 
since the early part of July. He plans to 
spend a short vacation on his ranch in 
New Mexico. 

As a recognition of 20 years service, 
W. L. Noneman, secretary of the Occi- 
dental Life, was granted a six weeks’ 
leave of absence, which he is spending 
on an automobile tour to New Mexico. 

Peoples Life Shows Gain 

The Peoples Life of Frankfort, Ind., 
reports $6,703,568 insurance written in 
the first six months as against $5,468,- 
684 in the same period last year. Of 
the total this year $6,083,568 was ordi- 
nary and $647,000 group. The com- 
pany, June 30, had $51,122,729 ordinary 
and $1,075,800 group in force, as com- 
pared with $50,384,544 ordinary and 
group in force on the same day last 
year. There was $154,279 net premiums 
written the first six months. Capital 
paid up was $300,000, total admitted as- 
sets $7,570,506 and net surplus $704,127 


Peter Reid, former superintendent of 
the Prudential at Orange, N. J., has been 
appointed Newark manager of the Co- 
lonial Life, succeeding M. C. Brock, re- 
signed. 
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New York Life Agents’ compensation includes “‘Nylic’’, 
a monthly payment beginning after two years’ service, 
based on previous production. This gives them a 
certain regular income increasing from time to time 
during the next 18 years, based upon the same annual 
production of new business. ‘‘Senior Nylics’’ have 
served a minimum of 20 years and are drawing an 
annuity, payable in monthly instalments for life, 
whether they retire or continue in production. Most 
of them are still active. Some, at 50 to 70 years of 
age, are doing even a million or more. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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No “Dry Run” 


... Commence Actual Firing! 


“Ready on the left—ready on the right—ready 
on the firing line—load magazines—commence 
firing.” The staccato command of the range officer, 
contrary to expectations, was not followed with a 
deafening fusillade—but merely a few futile 
“clicks”. In army lingo this is a “dry run”—a 
trial without ammunition. A contrast is when the 
firearms are actually loaded, and the above com- 
mand means a rain of lead upon the targets. 


On the Life Insurance firing line a “dry run” 
is just as uninteresting and ineffectual. It is some- 
‘times called a “summer lull”. But this isn’t a dry 
run summer. Targets are raised—ammunition is 
plentiful. More than 42,000 rounds are being sup- 
plied to the Union Central Field Force. And—you 
may ask—what is the occasion? 


The 250,000 policyholders of this Company 
represent a powerful cross section of public 
opinion. More than 42,000 of them asked our 
President to send them a booklet on “The Funda- 
mentals of Safe Investment”, in response to,a cir- 
cularization campaign recently completed. Many 
of them have lost on “blue chip” stocks, many have 
bonds on which interest has defaulted, many have 
had savings wiped out. All were eager for this 
information. Most of them are prospects for Life 
Insurance. 


That’s why there'll be no “dry runs” this 
season. Ammunition is plentiful. Let’s commence 
actual firing! 


The Union Central Life 


Insurance Company 


of Cincinnati 


Over One and One-Half Billions in Force 











Itinerary to Portland for 
Commissioners Meet Fixed 





TWO SPECIAL CARS FROM N. Y. 





Party Leaves Chicago Evening of Sept. 
7 to Spend Two Days in 
Yellowstone 





Detailed itinerary of the more or less 
official group from New York, Chicago 
and other eastern points to the Portland 
meeting of the National Convention of 
Insurance Commissioners has been pub- 
lished. This itinerary has the approval 
of President Read of the commissioners, 
Secretary Caldwell, Commissioners Dun- 
ham and Van Schaick, John R. Dumont, 
Interstate Underwriters Board, Lamar 
Hill, America Fore, and others. It has 
also been approved by W. H. Bennett, 
counsel for the National Association of 
Insurance Agents. 

Those who find it impossible to start 
early enough to join this group may 
leave Chicago at 10:30 p. m., Sept. 10, 
on the North Coast Limited, reaching 
Portland Sunday morning, Sept. 13. 
Departure may be further delayed to 
leave Chicago at 10:30 p. m., Sept. 11, 
arriving Portland without stops Monday 
morning, Sept. 14. lf desired, arrange- 
ments may be made to spend longer time 
in Yellowstone, joining the rest of the 
party at Gardiner on Friday, Sept. 11. 

Leave New York Sept. 6 

The party will leave New York Sun- 
day evening, Sept. 6, on any railroad de- 
sired. The number of reservations al- 
ready made indicate that two or more 
through sleepers will be started from 
New York. 

Arriving Chicago Monday morning, 
the party will leave Chicago 10:30 p. m., 
Sept. 7, on the Burlington-Northern 
Pacific. 

The party will arrive at Cody at 11 
a. m., Sept. 9. Luncheon will be at Cody 
Inn. Immediately afterward, the party 
will board autos for Yellowstone Park 
tour, the entire first day traveling along 
the Cody road. The grand canyon of 
Yellowstone National Park will be 
viewed. 

The party will leave Gardiner at 5:45 
p. m., Friday, Sept. 11, on the Northern 
Pacific. Anyone who wishes to spend 
Sunday, Sept. 13, in Seattle, may secure 
reservations in the Seattle car from 
Gardiner, reaching Seattle Sunday morn- 
ing, leaving there in the late afternoon 
and arriving in Portland Sunday night, 
or may leave Seattle 11:45 p. m. in the 
sleeping car and arrive at Portland Mon- 
day morning. 


Arrive Portland Sept. 13 


The regular party which leaves Gard- 
iner at 5:45 p. m., Sept. 11, will arrive 
in Portland at 7:35 a. m., Sept. 13. 

Six return routes from Portland are 
available without additional cost—Cana- 
dian National via Vancouver, Jasper 
Park and Winnipeg; Canadian Pacific, 
via Vancouver, Lake Louise and Banff; 
Great Northern, via Glacier Park; 
Northern Pacific, via Helena or Butte; 
Chicago, Milwaukee, St. Paul & Pacific 
from Seattle; Union Pacific, either di- 
rect through Cheyenne or via Salt Lake 
City and the Rio Grande. 


Reed and Davis to Speak 


Definite announcement has been made 
that United States Senators David 
A. Reed and James J. Davis of Penn- 
sylvania, whose acceptance had hereto- 
fore been only conditional, will speak 
at the meeting of the National Associ- 
ation of the Life Underwriters in Pitts- 
burgh. Senator Reed will talk on “Life 
Insurance, a Nation’s Asset,” and Sen- 
ator Davis on “Life Insurance—the 
Structural Steel of Estate Building.” 


Root’s “Psychology for Life Insurance 
Underwriters” is recommended for “C. 
L. U.” study. Order from The National 




















Underwriter. $3.00. 








General Chairman | 














Ww. Cc, SCHUPPEL 


W. C. Schuppel of Portland, Ore. 
executive vice-president of the Oregon 
Mutual Life, will act as general chair- 
man in charge of the local arrangements 
for the annual meeting of the National 
Convention of Insurance Commissioners 
Sept. 14-17. A. H. Averill, Oregon com- 
missioner, will be the official host. 

The Union States Life of Portland js 
in process of organization and expects 
to have a license by the time the com- 
missioners meet there. W. E. Hibberd 
is president. 

The Oregon Automobile Insurance 
Company of Portland, A. M. Eppstein, 
will also join in the arrangements plan, 
It is expected that the Washington com- 
panies will cooperate with Oregon in 
looking after the guests. 

Mr. Schuppel started his insurance 
career with the Mutual Life of New 
York. He became supervisor of the 
Oregon Mutual Life, then superintend- 
ent of agents, vice-president in charge 
of agencies and in 1930 was made execu- 
tive vice-president. 








San Francisco C. L. U. Course 


Schedule of Classes and Instructors for 
School Starting Sept. 3 and Con- 
tinuing Through Winter 








SAN FRANCISCO, Aug. 20— 
Plans have been announced for the C. 
L. U. coaching school, which is being 
given by the extension division of the 
University of California, sponsored by 
the San Francisco Life Underwriters 
Association. Walter Lennox, C. L, U, 
vice-chairman of the educational com- 
mittee of the association, is to be im 
charge of the course. 

The fall semester starts on Sept. 3, 
continuing each Thursday evening until 
Dec. 17. The winter and spring semester 
will run from Jan. 5 to June 14. The 
instructors are: Economics and socio- 
logy, Prof. Stuart Daggett and Dr. Olga 
Bridgman, University of California; life 
insurance salesmanship, and the psy- 
chology of selling life insurance, Prof. 
E. K. Strong, Jr., Stanford University; 
business law, John A. Grennan, Sam 
Francisco attorney; life insurance fun- 
damentals, Prof. A. H. Mowbray, Unt 
versity of California, consultant Cali- 
fornia insurance department; finance, 
Maj. M. H. Epstein, investment coun 
selor. 

Indications are that a record number 
will enroll for the course. Last yeat 
more than 30 completed the study, Ave 
receiving the coveted C. L. U. degree 
Among them was -Miss Ione S. Kuech- 
ler of the John Hancock Mutual Life o 
San Francisco, the first woman under- 
writer in this territory to win the degree 
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New Money in Reinstatement 
Not Imperative, Hann Says 


ADDRESSES FRATERNAL MEN 


Chicago Conservationist in Montreal 
Talk Gives Observations, Prin- 
ciples in His Field 


Payment of new money by the as- 
sured upon reinstatement is not always 
imperative, J. R. Hann, president of the 
Otis Hann Company, conservation ex- 

rts, told members of the National 
Fraternal Congress in session at Mont- 
real. In making this statement, Mr. 
Hann takes issue with those who con- 
tend that if part of the reserves is used 
for the payment of advance premiums, 
a second lapse is inevitable. 

Mr. Hann declared that most of his 
work has been with insureds whose pro- 
tection has been lapsed for some time. 
He has not been concerned primarily 
with the reinstatement of insurance by 
collection of past due amounts, 

Explanation Is Difficult 


“Tt is very difficult,” he said, “to show 
an advantage to an insured to pay back 
a number of delinquent premiums or de- 
posits when the cash value, for instance, 
will show no proportionate increase. It 
is assumed that the one upon whom I 
call is not able to make immediately a 
substantial cash payment but rather 
one, who having exhausted his ordinary 
means, has been forced to drop his in- 
surance and is interested now in some 
special help from the head office enab- 
ling him to keep his insurance in force. 

“It is for these reasons that we or- 
dinarily recommend the rewriting of the 
old insurance, redating it as far back 
as possible in order to give the insured 
the advantage of as much reduction in 
premium as would be actuarially possi- 
ble. and collecting in cash whatever 
amounts are most readily to be given by 
the insured. In some cases the best 
that he can do is to really take an op- 
tion on the insurance to be paid next 
year; therefore, I would recommend the 
conversion of an extended insurance 
policy in such fashion as to mark pre- 
miums paid for perhaps a year or more, 
in advance. 

Based on Actual Practice 


“I am talking about actual practice, 
wherein I have found a great many who 
are sincere in their desire to keep their 
msurance, whose condition is such that 
arespite of even a few months or a year 
will enable them to prepare to resume 
payments. 





cumstances where a change in the con- 
tract terms is advisable even though 
lapsation is not involved. “It is recog- 
nized,” he said, “that certain circum- 
stances might arise, such as changing 
financial or family conditions, making 
advisable certain rearrangements.” 

Mr. Hann commented on the ignor- 
ance of many assureds as to the funda- 
mentals of life insurance. Many of them 
on receiving a notice of premium due 
which they are unable to meet, “just 
forget about the contract.” They would 
be glad to have their position explained 
by trained men. 

Mr. Hann said that the business of 
the professional conservationist should 
not be concerned with insurance which 
has recently lapsed. Head offices and 
local representatives should be given 
every opportunity to hold this business, 
he said. 


Proceeds Left with Companies 


Treasurer Westphal of the Bankers 
Life of Nebraska states that for some 
months past a large percentage of the 
proceeds being paid beneficiaries on 
death claims are being left with the 
company to accumulate at interest or to 
be paid out in installments. Evidently 
the people trust life insurance companies 
more than they do banks, 
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BONDS THROWN ON MARKET 


In commenting on the decline in the 
bond market, the general price level of 
which has now almost touched the low 
for the year, financiers attribute the re- 
sult “in part to sales of bonds by life 
companies to meet the steady demand 
for policy loans which many have ex- 
perienced as a natural result of the 
business depression.” It is further stated 


“that at the beginning of this year 
policy loans and premium notes 
amounted to approximately 15 percent 
of the «pee of the life companies, 
considerably more than the usual pro- 
portion, ye the percentage has been 
climbing since.” 
x x 
BEN HYDE IS GENERAL AGENT 


Ben Hyde has been appointed general 


agent, in succession to the firm of Mc- 
William & Hyde, general agents for the 
Penn Mutual in New York City, which 
firm was dissolved by the death of E. G 
McWilliam July 29. Mr. Hyde joined 
the Penn Mutual in 1918, as an office 
manager in one of its New York City 


agencies, | In July ly, 1924, _ followi ng the 





than the Company. 





“It has been said that unless the in- 
sured can be persuaded to pay the next | 
annual premium in cash he is not the | 
proper subject for reinstatement. Such 
an arbitrary rule, however, eliminates } 
sincere persons whose present condition | 
renders this payment impossible, as evi- | 
denced by the recent lapsation. Of 
course the human element enters and 
the need for personal interview with 
a well trained, experienced conservation- 
ist. He must have a sincerity of pur- 
pose and a desire to be of service in 
more than the ordinary sense of the 
word, 

High pressure can cause a 
lapse, just as much as when the original 
msurance is negotiated.” 

Mr. Hann dwelt on the necessity for 
well trained men to do this work. Where 
such workers are not available, he sug- 
gested that to safeguard the reserves 
involved, reserve credit be used to pur- 
chase an immediate annuity, the pay- 
ments thereafter being used to reduce 
future premiums on the new contract. 

© much success has the Otis Hann 
organization had with this method, he 
declared, that he guaranteed to his hear- 
ers that 50 Percent of business rein- 
stated and converted will pay the full 
second Premium. He said that their 
a coy is around 75 percent re- 
, & the full second year and one 
ompany ‘they renewed 94 percent. 

tr. Hann declared that there are cir- 





building. 











The Essential Factors in the 
Home Life Agency Program 


FIRST: Sales activity shall, to the largest possible extent, be 
carried on in the General Agency. @ This grows out of our belief that 
the General Agent can formulate and execute his own sales plans better 
By eliminating elaborate Home Office activities, we 
are able to give more to the General Agent, such as: 

Full vested renewals with no penalties or deductions in case of termi- 

nation for any cause. 


Liberal and flexible expense allowance which automatically and con- 
tinuously provides funds for new agency development. 


SECOND: Clerical and routine activities shall, to the larg- 
est possible extent, be carried on by the Company and not in the General 
Agency. @ This arises from our belief that the Company can perform 
these functions better and at less cost. 
ized collection agencies in New York, Chicago and Philadelphia, reliev- 
ing the General Agents of this onerous and expensive problem. @ Asa 
result, our General Agents have: 

Time to devote themselves wholeheartedly to the job of agency 


Money, under our expense arrangement, to vigorously carry forward 
agency development. 
A contract to offer Soliciting Agents which, like the General Agent's 
contract, is free from penalties and restrictions. 
An opportunity to offer to those of their Soliciting Agents who are 
ambitious to become General Agents, a chance to establish their own 
agencies sooner and on more favorable terms than was possible under 


the old method. 


ETHELBERT IDE LOW, 
Chairman of the Board. 








gq A part of this plan is central- 


resignation of the 
McWilliam and 
charge of the 


general agent, E. G. 

Ben Hyde were given 
agency. They built up 
a fine organization, which is producing 
a most satisfactory annual volume for 
their company. 

Mr. Hyde is a New Yorker, had his 
education in that city, and there began 
his business life. For several years he 
was a law clerk. Then he engaged in 
advertising. And from 1914 to 1918 he 
was associated with the C. T. Silver 
Motor Company, as clerk, later as as- 
sistant sales manager, and finally 
retary. 


as sec- 


St. Louis Wants Commissioners 


An invitation to hold its 1932 con- 
vention in St. Louis will be extended by 
Commissioner J. B. Thompson of Mis- 
souri to the National Convention of 
Insurance Commissioners at its meet- 
ing in Portland. He will serve as 
spokesman for the city of St. Louis, the 


chamber of commerce, St. Louis Hotel 
Men's Association and other business 
groups. — 


A COMPANY OF OPPORTUNITY 


JAMES A. FULTON, 
President. 





HOME LIFE INSURANCE COMPANY 


CITY HALL SQUARE-NEW YORK CITY 
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COLONIES OF GERMS GROWN FROM MOUTH 
SECRETION LEFT ON A DRINKING GLASS 








“There are in the United States, on an average, a 
million persons who suffer or are recovering from 
some communicable disease . . . Among the most 
damaging are the so-called ‘respiratory diseases’ and 
the ordinary contagious diseases, practically all of 
which are conveyed . .. by the common drinking 
cup.” 

—Surgeon-General Hugh S. Cumming of the United 
States Public Health Service. 


LL BUT two States in the Union have passed laws 

forbidding the use of a common drinking cup or glass 
in public places—meaning a cup or a glass which has not 
been thoroughly washed or cleansed after one person has 
used it and before another drinks from it. 


Each of these States has gone on record warning against 
germ infection which may follow the use of an unclean 
glass or spoon or other drinking or eating utensil. Scientists 
have proved beyond contradiction that it is highly unsafe 
to use a glass which was not thoroughly sterilized after 
being used by someone having a communicable disease. 


Disease may be spread not only by common drinking 
glasses, but also by towels, nail brushes, combs, and _ hair- 
brushes that have been used by other persons. Coins and 
paper money are also known to be germ carriers, as are 
improperly washed knives, forks and dishes. 


The common drinking cup or glass has been banished for- 
ever from most public places and properly conducted busi- 
nesses. But there are still all too many soda fountains, 
wayside soft drink stands, carelessly run restaurants, hotels 
and private homes where scrupulous cleanliness is not 
observed. 


Perhaps it is because germs are invisible to eyes unaided 
by powerful microscopes that their presence is usually) 
unsuspected. Thousands of them can lodge on a spot no 
bigger than a pin-head, while millions of them can be found 
on the rim of a glass which has been in public use without 
complete cleansing. 

Like nearly all great forward movements for better protec- 
tion and consequent better public health, the movement to 
outlaw the common drinking cup depends on complete pub 


lic support and universal personal cooperation. 


Never drink from an unwashed glass. 


METROPOLITAN LIFE INSURANCE COMPANY 


»Freperick H. Ecker, PresiweNtT One Manson Ave., New York, N. Y. 
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Business in Texas Meeting With 
Many Serious Obstacles Today 





ta 


By R. J. McGEHEAN 


DALLAS, TEX. Aug. 20.—Texas 
life companies are giving profound 
thought to the matter of saving their 
business and conserving as many of the 
policies as possible on their books. This 
end of the company is overshadowing 
production these days. More work has 
been done and is being done in saving 
insurance than ever before in this local- 
ity. A number of plans are being em- 
ployed to convince the policyholder of 
the need of keeping his insurance in 
force. Direct mail service is used with 
considerable effectiveness. Hundreds of 
letters are being sent out to policyhold- 
ers showng the value of their insurance 
and urging them not to allow it to lapse. 
These are bringing in inquiries and 
companies are employing means of vari- 
ous kinds to help their policyholders 
and make it easier for them to pay their 
premiums. 

Lapse Ratio Is Deadly 


The lapse ratio in some instances has 
been terrific. Down in this territory the 
average on the first year business will 
run 50 percent. Last year the ratio was 
considerably above this. However, com- 
panies by concentrated effort have been 
able to save more business. 

Some companies have cut down on 
their agency developments and expan- 
sion, feeling that it is useless to spend 
much money in experimentation and ex- 
tension at this time. Any sort of high 
pressure selling only brings a loss. A 
number of company executives have 
been traveling in the state looking over 
the field, studying conditions and decid- 
ing on what plan to pursue both in con- 
servation and production. 

One company, not quite two years old, 
has already established an _ elaborate 
conservation department and is giving 
this much attention. 

Higher Lapses in Large Cities 


The higher percentage of lapses seems 
to come from larger cities such as 
Houston, Dallas, Fort Worth and San 
Antonio. This is due in the main to 
bigger policyholders becoming involved 
in various investment enterprises and 
therefore being compelled to sacrifice 


Action for Damages Over 
Bogus Policy Delivered 


An interesting case is decided by the 
South Carolina supreme court in Wil- 
liams vs. Commercial Casualty. This is 
an action for damages for alleged fraud 
in connection with a sale of a specimen 
policy of life, health and accident in- 
surance by J. S. Orr, agent of the com- 
pany. The company contends that Orr 
was not acting within the scope of his 
authority as agent in permitting the 
fraudulent act and that it never author- 
ized him to sell or deliver a bogus 
policy. It is admitted that he was an 
agent and licensed by the state depart- 
ment. There was testimony to show 
that he was authorized to collect pre- 
miums. He saw Williams, took his ap- 
plication, collected two months’ pre- 
miums and then delivered to him a 
“policy.” This was a bogus policy. The 


court holds that it cannot say as a} 


matter of law that in doing such an act 
the agent turned aside from his prin- 
cipal’s business and entered upon busi- 
ness exclusively his own. It declares that 
except for the authority given him by 
the company he would not have been in 
a position to perpetrate the fraud, every 
act of which was in that class of acts 
which he had been employed to perform. 
The company, the court declares, got 
all it was entitled to when the question 
of the scope of Orr's agency was sub- 
mitted to the jury. Nor does the fact 








their life insurance to save the day 
People have taken advantage of logy 
values and have used their life insur. 
ance to tide over a stringency. 
Depressed conditions in the rural ter. 
ritory are having an effect on prodye. 
tion. The low price of cotton is not fg. 
vorable at all for the farmer. Last Year 
he scarcely came out even. Warehouses 
are still stocked with last year’s cottop 
and this year the prospects for a big 
yield are most favorable. On account 
of the close margin of profit on the 1939 
crop it was necessary for the farmer to 
borrow money to finance his 1931 sea. 
son. Therefore a number of farmers 
having life insurance policies have ex. 
hausted the loan or surrender value jp 
order to meet the situation. There j, 
no prospect in sight for an upturn jp 
cotton prices and therefore agents jp 
rural territory are having to pick their 
prospects more carefully than ever. 


Oil Situation a Handicap 


Another handicap in Texas at the 
present time is the oil situation. Abou 
the time that oil production was reach- 
ing its peak, the new east Texas field, 
one of the three largest in the world 
developed and deluged the market. Im- 
mediately drastic steps were taken to 
curtail production and now there js 
only flowing a minimum of oil from the 
wells. This has affected the refining 
business greatly. Plants ordinarily run- 
ning seven days a week are now ona 
five day basis with their crews cut to 
about one-third ordinary capacity. This, 
of course, will extend the ranks of the 
unemployed. With it all Texas life in- 
surance men hard at work are doing 
business and making a fair showing. 
They are meeting unprecedented condi- 
tions with great courage. 

Life insurance business in Texas 
might be summarized as follows: Con- 
servation is the prime factor at the pres- 
ent time. Agency development is not 
being advanced as usual. Business is 
being very carefully selected which 
eventually will cut down the lapse ratio 
Policy loans and surrenders are still 
much in evidence. 


New York Life Is Reviving 
Its Old Time $100,000 Club 


The directors of the New York Lile 
have approved the revival of the $100- 
000 club that went out of existence 
owing to changed conditions of the time 
July 1, 1927. Some few revisions are 
made in the requirements. The $200,000 
club became then the main club because 
the smaller producers had stretched ther 
quotas and got into the higher bracket 
However, insurance is not so easy 
get these days and many are not able te 
hit the $200,000 mark. The New York 
Life therefore revives its old club. It 
had July 1, 11,384 agents. In the last 
$200,000 club there were 935 agents. In 
the $400,000 club there were 202. There 
are therefore many agents that are not 
getting the advantages of club meetings 
and rivalry. There will be a two day 


iclub meeting for all members at some 


central place in each department. 


that the company did not profit from 
its agent’s fraud avail it. Judgment 10 
the assured is affirmed. 


United Benefit Life’s Record 


The United Benefit Life finds bust 
ness in the middle west much better ® 
July. New business was $4,439,151 
against $1,620,000 in July, 1930. 
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Is Entitled to a License 


Attorney General of Illinois Rules Fav- 
erably on the Application of 
Pacific States Life 


Attorney General Carlson of Illinois 
ys given an opinion on the application 
ithe Pacific States Life of Hollywood 


for an [llinots lcense to write lite insur 
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In view of these facts the attorne 
eeneral found that the $52,145 deposit 
was not tor t benefit of anv class 
licvholders but for all. All other re 
wirements having been met, the Pa 
Mates Lite i 1 w be licensed in | 
us to dk i t busimess, ‘ ypined 
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California State-Western 
States Merger Is Advanced 


SAN FRANCISCO \ug 0) ] \ 





Hawley, \ D Kir vv and N on i ucker 
all affiliated with the West 1 States 
Life. have been elected directors of the 
California State Life of Sacramento 
onformity with plans agreed upon whet 
the program for merger ot the com 
panies was decided upon several week 
ag Mr. Hawle\ was vice president 
t the Western States and his associates 
were large shareholders and directors 

H. C. Bottorf, heretofore controlle 
und treasurer of the Sacramento con 
pany, was elected vice-president and 
Dr. H. M. Gibbons, for man 


\ years 
medical director of the Western State 
Lite, was elected to that position with 
the new organization 

According to President J. R. Krus« 
a meeting of stockholders of the ne 
ompany will be called to decide on a 


new name. Che announcement states 
tat tor the present the name of the 
consolidated company will be California 


Mate-Western States Life 


T. J. Harbaugh New Head of 
Illinois Life’s $100,000 Club 


§ J Harbaugh, assistant manager of 
he East Central Illinois agency of the 


MW 
| 


‘linois Life, has qualified as president 
his company’s $100,000 Club for the 


club year ending July 31, 1932 Mi 
Harbaugh joined the Illinois Life i 

nad and for the club year ending July 
hy 1931, earned the second \ e-presi- 
dency, 


: Retiring President H. Steffelin, 
anager of sales f the Insurance rs 





change agency in Chicago, gave Mr. | O'S@mizations on several different occa- the agents have just returned fr 
Harbaugh a close race despite the | St08s In recent years he has been] annual meeting at Bigwin Inn 
handicap imposed upon him under club | 8'V'"8 more attention to life insurance | There will be three secondary c« 
rules as retiring president | than to the accident end of the business within the main contest, all carry 
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HELPFUL OPPORTUNITY 








Awaits you with this GREAT MIDWEST- i | 
ERN INSTITUTION dedicated to unsur- I 


| 
passed service in everything pertaining to the | 


business of Life Insurance. ee es ee 


Policies for men, women and children 


AIDS FOR YOU: Modern plans, options and provisions 

















Policyholders’ Savings Department 
Unsurpassed service on claims 

Great financial strength and stability 
RADIO STATION KFBLI 1050 kilocycles 


THE 
‘ eecmnage FARMERS & BANKERS LIFE 


THAT 


PROTECT” INSURANCE COMPANY 


H. K. Lindsley, President 


J. H. Stewart, Vice Pres. F. B. Jacobshagen, Secy. 


WICHITA, KANSAS 
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Offer Him Certain Income 


















JOHN F. ORYDEN 





The new Prudential contract—the De- 
ferred Annuity with Guaranteed Minimum 
Return — furnishes a safe, convenient and 
systematic way of apportioning a reasonable 
share of earnings in the productive period to 
purchase an unfailing monthly income begin- 
ning at age sixty and continuing to the end 


Persons who have in other 


ways acquired a fund by 
the time they are 60 face 
the unknown factor—the 
number of years of life 
that remain. 


Prudential Ordinary Agencies will gladly 
cooperate with brokers interested 
in this plan. 


Che Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 











LIFE COMPANY CONVENTIONS | 
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OPPORTUNITY 


‘We propose to give every 
man his chance -- 


Abraham lincoln 


NAME OF LINCOLN ! 


The Lincoln National Life Insurance 


Company, Fort Wayne, Indiana. 








Peoples Life Agents Meet 





Two-Day Convention of Indiana Com- 
pany Is to Be Held at Home 
Office Aug. 27-28 





President E. O. Burget of the Peo- 
ples Life of Frankfort, Ind., will wel- 
come agents at the annual two-day 
agency meeting which starts at the home 
office Aug. 27. <A. C. Louette, vice- 
president and manager of agencies, will 
talk on “Selling Life Insurance This 
Year and Next”; A. W. Little, Cook 
county, IIl., supervisor, on “Our Biggest 
Competitor’; Commissioner Kidd of 
Indiana on “Agents”; O. C. Miller, Iowa 
state manager, on “Peoples Life from 
the Agents’ Viewpoint,” and Dr. M. T. 
McCarty, medical director, on “Mur- 
murs from the Heart of the Medical 
Department.” 

Secretary D. C. Trent will open the 
afternoon session the first day on “The 
Retirement Income;” Actuary Maurice 
Hartwell will speak on “Salary Sav- 
ings Service;” R. B. Kuhns, assistant 
superintendent of agencies, on “Com- 
munity Finance,” and Dr. H. C. Kahlo, 
president Central Laboratories, on “The 
Value of Personal Contact.” 

T. W. Shimp, general agent, will 
speak on “What is This Thing Called 
Service?” at the Friday morning ses- 
sion; L. J. Doolin, Life Insurance Sales 
Research Bureau on “A Stitch in Time 
Saves Nine,” and J. L. Schanbacher, re- 
newal manager, on “The Modern 
Trend.” 

M. B. Oakes, president Insurance Re- 
search & Review, will talk on “How to 
Write More Business Week by Week,” 
and in the afternoon session Vice-presi- 
dent Lewis will talk on “Keeping Step.” 

The southern Texas agency of Man- 
ager B. E. Derflinger will be presented 
the loving cup in the Lewis testimonial 





campaign for largest percentage of jp. 
crease over average monthly production 
and prizes will be given individual 
agents. Medallions also will be pre. 
sented in the consecutive weekly pro. 
duction club. 





Connecticut General Convention 


The Connecticut General Life wi 
hold an educational conference Sept, 1.3 
at Bigwin Island, Lake of Bays, Op. 
tario. It will be attended by 125 agents 
belonging to the higher classes of the 
honor roll, by the 72 general agents 
managers and their assistants and by 
about 45 members of the home office 
staff. Insurance Commissioner Dunham 
and John M. Holcombe, Jr., of the Re. 
search Bureau will be guests. Leaders 
among the field force will appear on the 
program which will cover topics of jp. 
terest in the present day distribution of 
life insurance. 





Equitable of Iowa Meeting 


The Minnesota state agency of the 
Equitable Life of Iowa recently cop. 
ducted a two days’ school of instruction 
for its district agents. This was held 
in the state agency headquarters at Min. 
neapolis, under the direction of E, E. 
Cooper, head of the service department 
of the sales promotion division of the 
home office, Des Moines, Iowa. In addi- 
tion to the instruction and sales demon- 
strations given, plans and programs for 
the balance of the year were outlined 
and discussed. 

At the end of the two days’ session a 
banquet was held which was attended 
by the principal producers. The speakers 
were State Agent E. W. Cameron, E 
E. Cooper and District Agents C. T. 
Booth, Minneapolis; W. O. McMillan, 
St. Paul; S. A. O’Gorman, Duluth; A. 
G. Peterson, Fairmont; F. H. Anthony, 
Redwood Falls; S. F. Mikesell, central 
Minnesota. 








Pan-American Life’s New 
Training Course Popular 





The new five-volume course released 
by the Pan-American Life to its field 
organization made an instantaneous hit 
with managers. Designed especially for 
training of new men the course, never- 
theless, contains much material of value 
to more seasoned agents. 

Prepared entirely in the agency de- 
partment, the booklets have been de- 
signed to meet difficulties experienced 
in building agencies. While brevity has 
been followed throughout the series, the 
booklets provide all the essentials for 
training of beginners. 

The first of the series, “Getting Ac- 
quainted With the Pan-American,” gives 
full details of the Pan-American offi- 
cial personnel, its history and agency 
practices; the titles of the other book- 
lets of the series, “Intelligent Prospect- 
ing,” “Why Life Insurance,” “Standard- 
ized Sales Talks” and “The Close,” dis- 
close their contents. 


Legal Section Has 
Timely Program 


(CONTINUED FROM PAGE 2) 


“Federal Interpleader Suits,” by J. C. 
Smith, counsel Jefferson Standard, 
Greensboro, N. C., will be the final fixed 
subject at this session, with round table 
discussion in charge of C. F. O’Donnell, 
“—?i. counsel Southwestern Life, Dal- 
as. 

At 2 p. m. Oct. 6 a general round table 
on “Vital Life Insurance Law Topics of 
the Year” will be led by F. V. Kessling, 
vice-president and general counsel West 
Coast Life, San Francisco. 





“Courant” Makes Analysis 
of the Insurance Dollar 





The Hartford “Courant” recently 
analyzed the elements in the insurance 
dollar. It said: 

“During the average year, 19 cents 
out of each dollar collected by lead- 
ing life companies goes for expenses 
and taxes. Taxes take a fraction over 
2 cents; medical and welfare activities, 
1 cent; advertising, printing, etc, 4 
cents, and compensation to agents, 10 
cents. The balance, 81 cents, is used for 
payments to policyholders and _bene- 
ficiaries and for legal and special re 
serves. This rather refutes the claim 
that an appreciable part of life insur- 
ance receipts is wasted in overhead. , 

“The average life insurance dollar i 
invested as follows: 43 cents is in mort 
gage loans on real estate; 23 cents m 
railroad securities; 12 cents in govern- 
ment and municipal securities; 9 cents 
in public utility securities, cash and 
miscellaneous assets; and 13 cents % 
loaned to policyholders. The contribe- 
tion to employment and prosperity tt 
sulting from the gigantic insurance rt 
serve, invested in this manner, may well 
be imagined.” 





Surety Life Changes 


E. H. Wright, president of E. H. 
Wright Co. manufacturer of liquid 
smoke for curing meats, has been elected 
chairman of the board and of the exect 
tive committee of the Surety Life # 
Kansas City. Mr. Wright succeeds the 
late F. A. Benson, first president of 
company and more recently chairman 
of its board. F. Ashley Benson goes 0 
the board as member in place of his 
father. 
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Some Agents Make Hay in 
Banking Crisis in Toledo 


OTHERS THROW IN SPONGE 


Alert Producers Seeking Those Who 
Have Been Withdrawing Funds 
From Banks 


TOLEDO, Aug. 20.—Like all other 
citizens of the town, Toledo life insur- 
ance agents are rubbing their eyes after 
the shock of the announcement Sunday 
that four major banking institutions of 
the city would not open their doors 
Monday. 

Some of the agents were in a mood 
to throw in the sponge, feeling that 
solicitation perhaps for some time would 
be futile, since the closed banks had re- 
sources of $100,000,000 and were de- 
positories for an estimated 150,000 per- 
sons. 

Other agents were out making hay. 
They were searching for prospects who 
had withdrawn their funds from the 
banks during the last 60 days. These 
people, the aggressive agents feel, are 
excellent prospects. They have extra 
funds, which they are reluctant to place 
in even the strongest banks. They are 
looking for a more fruitful depository 
than safe deposit boxes or the old fash- 
joned sock. Insurance agents producing 
for institutions which have a record of 
no failures, are urging those Toledo per- 
sons who are in possession of money 
to entrust their reserves to the insur- 
ance companies. 

The four major institutions which 
closed Monday are the Ohio Savings 
Bank & Trust Co., Commerce Guardian 
Trust & Savings Bank, Commercial 
Savings Bank & Trust Co., and the 
American Bank. 

Tuesday the Point Place Trust & Sav- 





ings Bank, a new and small institution, 
and a Maumee bank closed. 

Toledo people attribute the present 
closing to the closing about two months 
ago of the Security Home Trust & Sav- 
ings Bank. At that time the other banks 
invoked the 60 day ban on withdrawals 
from savings accounts and this action 
produced nervousness which brought 
constant and heavy withdrawals from 
commercial accounts during the last 60 
days. The underlying cause is believed 
to be over extension of real estate credit. 

The Equitable Life of New York 
made friends here by the announcement, 
which was published in the daily papers, 
that upon request an additional month's 
grace would be allowed all policyholders 
where grace expires Aug. 17 to Sept. 17 
and where evidence is shown that funds 
are tied up or that loss is sustained by 
the closing of banks here. It is probable 
that the Equitable got the jump on other 
companies in this relief offer, for it is 
likely that others will grant similar 
respite. 


Beneficiary Must Have Authority 


The Arkansas supreme court in Arm- 
strong vs. American Benefit Life holds 
that one who is to be the beneficiary 
in a life policy may make application 
therefor that is legal and binding, but 
such must have authority from the per- 
son insured. A daughter, under author- 
ity from her mother, might make appli- 
cation for insurance on the life of the 
mother, the daughter being made the 
beneficiary but she could not make false 
answers in the application as to the 


health and physical condition of the 
mother, whether the mother was a 
party to the deception or not and re- 


cover on the policy issued in reliance 
on truth of the answer in the applica- 
tion. 





The Bankers Union Life of Denver has 
been entered in Nebraska The com- 
pany, which began business last Decem- 
ber, is also operating in Colorado and 
South Dakota. 
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Pittsburgh Speaker | | 














W. L. BOYCE 


W. L. Boyce, agency manager Equit- 
able Life of New York at Syracuse, who 
is a speaker on securing new agents in 
rural communities and getting them 
promptly into production, at the man- 
agement meeting Sept. 22, as a part of 
the annual convention of the National 
Association of Life Underwriters at 
Pittsburgh, has been in life insurance 
since 1920, starting in Fargo, N. D., as 
agent and then district manager a year. 
Thus he knows whereof he speaks. All 
his experience has been with the Equit- 
able except five months with the Mutual 
Benefit. From 1924 to 1928 he was 
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South Dakota for the W. W. Klingman 
agency of the Equitable at St. Paul, and 
was appointed Syracuse manager early 
in 1928, He took over a $3,000,000 
agency with 80 agents and last year 
paid for $17,600,000 excluding group, 
with 182 agents under contract. He is 
now going at better than $20,000,000 a 
year and has 241 contract agents. His 
territory is 24 counties in central New 
York State. 


Harry Wright Tells Value 


of Interviews to a Salesman 


Harry T. Wright of Chicago, a mem- 
ber of the Equitable Life of New York 
million dollar corps, gives his opinion 
as to the value of interviews as follows: 

“The big difference between a large 
producer and a mediocre producer, to a 
large extent, is the difference in deter- 
mination. It is not very difficult to 


| figure out that every interview is worth 


a certain amount of money, nor is it 
reasonable to expect that you will real- 
ize how few people you see unless an 
accurate record is kept. 

“Speaking from my own standpoint, 
I have kept a record ever since I have 
been in the field and it is encouraging 
for me to believe that, with the excep- 
tion of a very unusual year, the only 
thing I have to do to produce as much 
business as I did the previous year is 
to see as many people. The only pos- 
sible way for me to prevent kidding my- 
self and to be sure that I will see as 
many people, or more, this year as I did 
the previous year is to keep a record 
of the interviews. The actual bookkeep- 
ing involved does not take over twenty 
seconds a day. I am convinced that my 
income would easily decrease 20 percent 
if I did not keep a record of this kind.” 

The Young Men’s Mutual Life, Cincin- 
nati, has asked the Ohio department for 
authority to reinsure in the Columbia 
Life The petition will come up for 





superintendent of agencies in North and 


hearing Sept. 25. 
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THE MACCABEES BUILDING 
Michigan 





AN OPPORT 


WITH 


A GREAT HUMAN SERVICE INSTITUTION 
DEDICATED TO THE BENEFIT OF MANKIND 


GENERAL AGENCY OPENINGS 


A real organizer may build 
to am annual income of 


$25,000.00 


Total Admitted Assets.............. 
Legal Reserve Am. Ex. 3144%....... 


MORE THAN A LIFE INSURANCE ORGANIZATION 
SUPPORTING AND EFFICIENT HOME OFFICE CO-OPERATION 


Address 


perro ‘THR MACCABEES memean 


D. J. COAKLEY, Supreme Commander 
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Cc. L. 


UNITY! 


... «+» -$46,378,339.96 
sam osnal $38,578,959.00 


BIGGS, Supreme Record Keeper 
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Ball in Stirring 
Call for Courage 


(CONTINUED FROM PAGE 2) 
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Press on and the depression will cease 
to exist. Depression can only live dur- 
ing stagnation. Become active, alive, 
aggressive, optimistic, cheerful, hopeful. 
Do this for your own sake, for your 
company's sake, for your community’s 
sake, for your country’s sake rhe | 
United States is not shipwrecked, is not 
oing on the rocks. Let’s quit thinking | 
ind talking as if she were. Let's adopt 
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there was Vice-president Lewis Stout’s 
educational rider to be attached to any 
policy, and on a $5,000 contract paying 

0 monthly through grade school, $40 
through high school, and $80 
per month through college. There was 
income and earning power 
contracts the reduced 
up 55, with the 
to the whole life 
form or continuation as term to age 60 
—a policy peculiarly appropriate to the 
period when every one is claiming to be 
short of funds. After this came the 
come bond presentation of the endow- 
nent at age 65 to enable our agents to 
take advantage of the public swing to- 
ward insurance an investment and 
the business investment ontract, an 
adaptation of the at 85 at 
reduced rates, enabling the 


the family 
replacement 
rate plan to any age 
of conversion 


on 
to 
option 


as 


endowment 


agent to se 





endowment insurance at less than life 
rates and avoid the sacrifice of commis- 
ions involved in selling our comps 
tive preterred risk contract 
Sales ining Course 
Our atest a evement 
elps was the new sales training st 
is winnin nu praise 
1 r, H. P. Brandon, fron quar 


NATIONAL 
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UNDERWRITER 


methods of life insurance selling. Vari- 
ous forms for analyzing insurance needs, 


establishing programs and presenting 
proposals followed each other in rapid 
succession, interspersed with sales and 
promotion literature of a general char- 


illustrative of the new forms 
Any agent whose experi- 
Columbus Mutual dates 
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over three-quarters of its funds Were 
invested in the securities of one system 


and largely concentrated in one section 





of the country. So that this was not 
sound and efficient diversification jy 
many respects. 

Out of our years of study an expe- 
rience we have evolved certain stand. 


ards which we find are productive oj 
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Greatest Test of 
All for Business 


(CONTINUED FROM PAGE 3) 
will strike a responsive chord. People 
are ready to save as never before in this 


country. 
Mr. Whatley said the strength, repu- 





tation and integrity of life insurance de- 


vend on its eld representation he | 
agent first must be a man of integrity. 
capable ot leadership. He must possess 
magination and even a sense of humor. | 
rhe hum-drum, phlegmatic individual } 
rarely succeeds to any degree in the 
business 
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Conservative 
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Is Life Salesmanship Good ? 


Salesmanship, and not merely a fine 
technical education in programming, es- 
tate analysis, business insurance and what 
not, is the crying need of the moment in 
life insurance, says a veteran life manager 
whose background also includes many 
years on the road with sample cases. He 
says every business goes through periods 
of experimentation with various ideas cal- 
culated to mechanize men’s functions, but 


that salesmanship in this machine age 
nevertheless cannot be reduced to a 
formula. 


He says the technical side of life insur- 
ance is a fine thing to know, but that logic 
alone never sold a bill of goods. He takes 
exception to concentration of the business 
on “developing needs” for life insurance 
as a modern means of selling more. 

“Heck!” this manager comments, “no- 
body has to have his needs pointed out. 
He knows perfectly well what they are. 
A man may need a great deal, but he 
does not buy until he wants to. That is 
where salesmanship enters. The most 
logical sales talk in the world will ‘end 
by the prospect being thoroughly convinced 
he needs your goods, but he’ll say ‘No, I 
don’t want any today.’” 

There is sound reasoning, and long ex- 
perience in making people want things 
badly enough to buy them, behind this 
criticism. Yet, in fairness to life insur- 
ance, how could it have reached its sig- 
nificant place without a very high type of 
salesmanship generally? It is admitted 
that practically everyone knows he needs 


life insurance, but ask any life man 
whether his prospects “want” it. The 
answer is that practically none is sold 


over the counter. 

This manager says companies’ schools 
concentrate on the technical side and 
largely overlook plain salesmanship. It 
may be true to a large extent, as he says, 
but there are many agencies that have 
been built purely on fine selling ability. 

Insurance is not like adding machines. 
For that reason probably the ultra-modern 
sales system of the National Cash Regis- 
ter Company, cited by this manager as a 
model, could not be transplanted bodily 
into life insurance. Nevertheless, there is 


.a thought there worth considering. When 


leading producers who have _ become 
famous for their highly technical selling 
methods are turning more and more toward 
non-technical sales canvasses stripped of 
all unessential complications and verbiage, 
it must be that they have realized they 
were appealing more to reason than to 
emotions, and thus were not producing on 
the extensive scale of which they were 
capable. 

Undoubtedly many promising young 
life men have become discouraged with 
small production and left the business, 
when the only thing at fault was the man- 
ager’s advice they had taken too literally 
to program, analyze estates and prepare 
elaborate presentations. 

It appears that the business is due for 
an era of real salesmanship, such as it 
never has known. 


Five Essentials Are Listed 


Tue New ENGLAND Murwat Lire in its 
agency paper presents five essentials 
that should be uppermost in the program 
of the individual in a day like the pres- 
ent when we are faced with obstacles of 
many kinds and are pressed on all 
hands. This is a time of reckoning, a 
day that requires alertness, stick-to-it- 
iveness and a fine heroism. This is a 
time when everyone needs to work and 


to work intelligently. Here are the es- 
sentials that the New EncLanp Mutual 
presents: Faith, courage, industry, per- 
severance and vision. Read them over 
and see how far they are manifested in 
your own life. 


To have a high standard and work to 
keep it up is an incentive to keep on 
trying. 





Col. Ike Ashburn, general agent for 
the Seaboard Life at Houston, is spend- 
ing two weeks in command of the ninth 
infantry at Camp Bullis, Fort Sam 
Houston, Tex. Colonel Ashburn has 
spent a number of years in military 
work and is greatly in demand at the 
raining camps each year. 

M. D. Cramer of Beatrice, Neb., who 
was awarded the C. L. U. degree at the 
recent examination, is district agent of 
the Bankers Life of Iowa, working 
under the auspices of Agency Manager 
W. I. Fraser of Lincoln. 


John L. Shuff of Cincinnati, well 
known general agent for the Union Cen- 
tral Life, has filed a suit for $158,400 
against administrators of the estate of 
W. O. Mashburn, former president of 
the Coca-Cola Bottling Corporation. 
The suit was filed in the United States 
district court in Cincinnati. 

Mr. Shuff charges that the amount is 
due him for services rendered Mash- 
burn before the latter’s death on Jan. 
30, 1930. He sets up that in 1927 Mash- 
burn agreed to transfer and assign to 
Mr. Shuff 5,280 shares of class D stock 
in the Coca-Cola Bottling Corporation 
in recognition of services rendered. The 
services, according to Mr. Shuff, were 
in connection with organization, financ- 
ing, operation and management of the 
corporation. Mr. Shuff declared that he 
aided in the organization of the Coca- 
Cola Bottling Company of Delaware. 

According to the suit, Mr. Mashburn 
died without having delivered the stock 
and when proof of his claim was filed 
with the administrators, the claim was 
rejected. 

Rupert F. Fry, president of the Old 
Line of America, has left Columbia hos- 
pital in Milwaukee, after a brief illness, 
and has returned to his home. It is 
expected that Mr. Fry will take a brief 
vacation before returning to work. 

T. M. Searles, general agent at New- 
ark for the Aetna Life, on his 40th birth- 
day was surprised by his agency and 
office staff with the presentation of paid- 
for applications obtained in one day to- 
taling a little over $525,000, and in addi- 
tion was presented with a beautiful 
leather brief case, the gift of his office 
staff. 

E. F. Kraus of Lakewood, O., district 
manager of the Northwestern National, 
died of a heart attack at Belleville, Ont., 
last week. He had been with the North- 
western National for 23 years. 

Charles D. Williams, general agent 
for the Mutual Life of New York at 
Boonville, Ind., has been elected presi- 
dent of the school board. He has been 
a member of the board for a number 
of years. 

Frank Palmer, secretary and agency 
supervisor of the Alamo Life of San 
Antonio, has been called to Iowa by 
the death of his brother, Ray Palmer, 
in a hospital in Des Moines. 

U. H. McCarter, president of the Fi- 
delity Union Trust Co. of Newark, who 
died Saturday, was one of the foremost 
men in financial and life underwriting 
circles in New Jersey. Mr. McCarter 
was in constant touch with the life un- 
derwriters in Newark and vicinity and 
was an honorary member of the Life 
Underwriters Association of Northern 
New Jersey. The annual dinner which 
the trust company tendered to the life 
underwriters was one of the big events 
in life insurance circles in the state. 

Frank J. Price, Jr., associate adver- 
tising executive of the Prudential, is 
credited with having just completed his 
100th short story, all have been written 








in the past three years. Previous to en. 
tering the employ of the Prudential he 
was with a prominent advertising firm 
in New York City, and previous to that 
on the staff of the New York “Tribune” 

Mrs. Mary E. Shea, 79, mother of 
Cornelius J. Shea, president of the State 
National Life of St. Louis, died at the 
home of her daugher in Springfield, Mo. 
Mrs. Shea’s father was collector of the 
port of New York under Presiden; 
Buchanan. 

David B. Cooper, 87, the oldest active 
insurance man in Syracuse, died last 
week. He was general agent for the 
Connecticut Mutual there for more than 
50 years. For bravery in the Battle of 
Seven Pines in the Civil War, Mr 
Cooper was commissioned a first liey- 
tenant personally by President Lincolp, 

Dr. John P. Munn, chairman of the 
board of the United States Life, who 
had been a well known figure in life jn- 
surance since 1877, died Saturday from 
heart disease in his New York home, 
He was born in 1847, graduated from the 
University of Rochester and took his 
M. D. degree at Bellevue Medical Col- 
lege. He became assistant medical di- 
rector of the United States Life in 1877 
and became medical director in 1883. In 
1902 he was made president. He con- 
tinued to attend the annual meetings of 
the Life Presidents Association and was 
a picturesque figure. He was chairman 
of the board of trustees of the Univer- 
sity of Rochester and member of the 
council of New York University. 

E. C. House, Ohio state manager for 
the Business Men’s Assurance, was mar- 
ried last week at Columbus, O., to Miss 
Margarite Cassidv. Mr. and Mrs. House 
this week motored to Yellowstone Park 
to attend the all-star convention of the 
B. M. A., stopping at the home office in 
Kansas City on their way west. 

John “Parker” Ryan, field supervisor 
for the Berkshire Life in Illinois and 
Minnesota with headquarters in Chi- 
cago, was married Aug. 8 to Miss Ver- 
onica C. Carter of Chicago. Mr, Ryan 
was at one time connected with LC. K. 
Orr & Co., Chicago brokerage firm, and 
was associated with the Home Life, both 
in Chicago and at the home office in 
New York. 

Leon A. Triggs, general agent Berk- 
shire Life in Chicago, is back at his 
desk after spending a vacation with his 
family at Powers Lake, Wis. Mr. 
Triggs reports that his agency will finish 
up the first eight months with a splen- 
did increase in business. 

Mrs. Gwendolyn Albachten of Louis- 
ville, wife of Walter Albachten, general 
agent for the Pacific Mutual Life there, 
who formerly held the samé position 
with the Inter-Southern Life, died Mon- 
day afternoon at St. Joseph’s Infirmary. 
Mrs. Albachten, suffering from heart 
trouble due to rheumatism, failed to re- 
cover from a Caesarean operation. The 
child, Walter Albachten, Jr., is living. 


Charles E. Ward, Sr., vice-president 
and agency manager of the Shenandoah 
Life, is bereaved on account of the 
death of his son, Charles E. Jr. who 
died last week. 

In the last issue it was_stated that 
two men from the Lincoln National 
qualified for the chartered life under- 
writer degree. There are five who 
passed. The two last mentioned still 
have the service period to fulfill. The 
successful ones were: R. C. Lowes, Sr, 
and R. C. Lowes, Jr., Peoria, Ill; 
S. Perrin, San Antonio; I. B. Hindall, 
Los Angeles, and H. E. St. Clair, Fort 
Wayne, Ind. 











US to en. 
lential he 
sing firm 
1s to that 
Tribune.” 


1other of 
the State 
ed at the 
held, Mo, 
or of the 
President 


est active 


first lieu- 
Lincoln, 


in of the 
-ife, who 
in life in- 
day from 
rk home, 
trom the 
took his 
lical Col- 
edical di- 
e in 1877 
1883. In 
He con- 
etings of 
and was 
chairman 
> Univer- 
r of the 
ty. 


nager for 
was mar- 
, to Miss 
‘'s. House 
one Park 
yn of the 
office in 


upervisor 
nois and 
in Chi- 
[iss Ver- 
{r. Ryan 
th CL. K. 
firm, and 
ife, both 
office in 


nt Berk- 
k at his 
with his 
is. Mr. 
rill finish 
a splen- 


f Louis- 
_ general 
fe there, 
position 
ed Mon- 
ifirmary. 
m heart 
-d to re- 
ion, The 
iving. 


resident 
nandoah 

of the 
Ir., who 


ted that 
nal Life 








August 21, 1931 





————— — — 
———— 


LIFE INSURANCE EDITION 


uw 

















s LIFE AGENCY CHANGES 

















Clegg Takes Vancouver Post 





Aetna Life’s New General Agent in 
British Columbia Has Broad Finan- 
cial and Insurance Background 





The Aetna Life has appointed H. W. 
Clegg as general agent in Vancouver, 


B. C. He succeeds Gordon H. Bell, 
resigned. : 
Mr. Clegg is well known among 


Vancouver business men. He went to 





H, W. CLEGG 


British Columbia to open a_ branch 
office for the general investment organ- 
ization of Nesbitt, Thomson & Co. and 
later established his own investment 
firm, operating under the name of H. 
W. Clegg & Co. In 1929 he returned 
east and took charge of the general 
agency in eastern Ontario for a promi- 
nent Canadian company. 


Bruce Patterson 


The Atlantic Life has appointed 
Bruce Patterson general agent at Hous- 
ton, Tex. Offices have been opened in 
the Second National Bank building. Mr. 
Patterson has been a successful pro- 
ducer with the Union Central Life in 
Houston for the past five years. He 
received the degree of bachelor of sci- 
ence with the class of 1922 at the Uni- 
versity of Illinois. While at Illinois he 
received recognition as a star track man. 





Capitol Life Appointments 


The Capitol Life of Denver has ap- 
pointed G. A. Lovejoy and W. J. Ben- 
ston of Seattle and H. R. Sessions of 
Spokane general agents. 


L. C. Hunt 


The Life Insurance Company of Vir- 
gina has appointed L. C. Hunt as 
branch manager for Toledo, O., and out- 
lying territory. A native of Ohio, Mr. 
Hunt was educated at Ohio State Uni- 
versity and also spent a year in the 
Wharton school of commerce and 
hnance, University of Pennsylvania. He 
Starred as a football player. He served 
Overseas during the war. His insur- 
ance career began two years ago with 
a large general agency in Toledo, and 
he soon became manager of its life de- 
partment. 








T. A. Fitzpatrick 


T. A. Fitzpatrick, assistant manager, 
has been Promoted to manager of the 
Travelers at Syracuse, N. Y. He suc- 
ceeds A. B. Myers, who died July 16. 
= will have jurisdiction over 13 central 
New York counties in addition to the 
city of Syracuse. 

Mr. Fitzpatrick is a former news- 


paper man and entered the insurance 
business with the Travelers in 1920, as 
special agent. He became assistant 
manager in 1922. 


Karl S. Hoffman 


Karl S. Hoffman has been appointed 
general agent in Washington, D. C., for 
the National Life of Vermont. Mr. 
Hoffman has had much experience in 
personal salesmanship and organization 
work. He has also had home office ex- 
perience in the middle west. 


H. N. McCool 


H. N. McCool, for 11 years state 
agent in Oklahoma for the Security 
Fire of New Haven, has joined the E. 
Guy Owens agency of the Mutual Life 
of New York in Oklahoma City. Mr. 
McCool has been prominent in fire in- 
surance circles and was formerly most 
loyal gander of the Blue Goose. 











H. L. Bimm, C. F. Andrews 


H. L. Bimm has been appointed asso- 
ciate general agent of the Massachu- 
setts Mutual Life for the Dayton, O., 
territory by L. C. Witten, general agent 
in Cincinnati. C. F. Andrews is ap- 
pointed agency director at Dayton. Mr. 
Bimm has been connected with the com- 
pany for eight years and Mr. Andrews 
for more than five years. 





Western & Southern Changes 


J. C. Heiser, Evansville, has been ap- 
pointed superintendent in charge of the 
new Bloomington, Ind., district of the 
Western & Southern Life. A. Bruck- 
man, Louisville, has been placed in 
charge of the Chicago-Woodlawn dis- 
trict. The two Louisville offices have 
been consolidated, in charge of Super- 
intendent J. C. Willis. 

Columbus and Seymour, Ind., have 
been added to the New Albany district. 
The Urbana, O.. office has been added 
to the Springfield district and the Pekin, 
Ill., office has been added to the Peoria 
district. 





M. A. Kernodle 


M. A. Kernodle, formerly divisional 
manager of Wilson Packing Company 
and later with the Atlas Life of Tulsa, 
Okla., has been appointed assistant 
manager and superintendent of agents 
of the Pan-American Life in southwest 
Texas. 





W. C. Weissinger 


W. C. Weissinger, former agency 
manager for the New York Life in Des 
Moines, has been transferred to a similar 
position in Omaha. 





C. Carl Fink 


C. Carl Fink, Washington, D. C., 
agent, whose first life insurance ex- 
perience was with the Royal Union Life 
of Des Moines, has, after an absence of 
a number of years, returned to his first 
love. The Royal Union has announced 
his appointment as general agent, with 
offices in the Commercial National Bank 
building, Washington. For the past six 
years Mr. Fink has been one of the 
outstanding producers for the Kansas 
City Life. He was at one time private 
secretary to Senator Hitchcock of Ne- 
braska. 





Life Agency Notes 











The All-States Life, Montgomery, Ala., 
has appointed E. C. Roberts, Tallahassee, 
Fla., as supervisor of a number of west 
Florida counties. 

R. D. Crandall, general manager of 
the life division of the Crescent Brok- 
erage Corporation of New York, is in 
Los Angeles to establish a life depart- 














Lapse Robs Old Age of Independence 


(Facsimile of Illustration in Lapse Letter No. 3050) 


WHEN PoLicyHOLDER No. 318714 
SAw THis Picture 


» » » 


W/. D. Foster, district manager at Austin, Texas, 
tells the story as follows: 


“Because he could not get sufficient funds to pay his 
premium, Policyholder No. 318714 had allowed his 
policy to lapse and had just decided to forget it. When 
the morning mail brought him a lapse notice on Form No. 
3050, and | in turn received a notice of this lapse and 
called him over the telephone, he replied: ‘| have been 
trying to get you. Please wait at your office for me. 


“When he came in he asked if there was not something 

| could do to help him out; that after receiving what he 

had received in the morning mail he could not let his 

policy lapse as he had intended doing. He pulled out 
the lapse notice and said: 


“When a company renders such a service as this and 

puts such a picture before a man’s eyes, he would be a 

nut to allow his policy to lapse. With the unique ex- 

tension service that this company affords it is possible for 
anyone to keep his insurance.’ 


“The policy was reinstated, and! do not believe that there 
is a company in existence today that renders as much 
cooperation to its agents as Northwestern National.” 


This is just another illustration of how NWNL works 

hand in hand with its agents, furnishing them with 

the best possible tools and services to help them sell 
and keep business. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsioent 


STRONG~— Minneapolis Minn. ~ LIBERAL 
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YOU CHOOSE 


Vested Renewals 






l‘inancial Stability 





excellent Territory 





equitable Compensation 





Liberal, Modern policies 





Constructive Sales Helps 





Personal Home Office help 





\ Company that is forging ahead 





Sympathetic understanding of Agents’ 
problems 
\ecident and Health as well as all forms 
of life 
































The Gem City Life 


INSURANCE COMPANY 
DAYTON, OHIO 


|. \. Morrissett, President, will gladly give vou 


complete information. 














Finance 
Your Leisure Years 


In building up a retirement income be 
sure the necessary minimum is guaran 
teed as to amount and duration. 


With the Life -Income Plan for the 
backbone of your future income you can 
look to your other investments for the 
extra comforts. 


The Lite Income Plan insures your 
lite and earning power to age 55, 60 and 
65 and then pays a monthly life income. 


l‘or advertising, rates, ete., call our 


local ofhce or write 


Connecticut General 
Life Insurance Company 
Hartford, Conn. 
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ment in the local branch of the corpora- 
tion. 

J. S. Pfeiffer has become manager of 
the home purchase department in the 
Homer Jamison agency of the Equitable 
Life of New York in Oklahoma City. 
Mr. Pfeiffer has been with the company 
for 15 years, going to Oklahoma from 
Madison, Wis., where he had charge of 
the same department. 

Miss Thelma M. Conerly, formerly as- 
sociated with a general insurance agency 
in Washington, D. C., has been appointed 
branch manager for the Mid-Continent 
Life of Oklahoma City at San Antonio, 
Tex with offices in the Alamo National 
Bank building 


A. L. Greene, who 


the insurance department of the Mer- 
h ts & Planters I ik of Warren, rk 
has 1 ened t become dist1 manager 
the Mutual Lif of New York f 
five unt vit Warre s head 





: : 
| Central Western 
| State News 











Hardly Break Even in West 


Many Agencies Barely Equal 1930 
Figures But Business Appears 
There for Go-getters 





Many mid-western age ire 
holding their vn i In 
Tact ost ol € ¢ se 

wnparative g es r ly 
t tne tnat the first li of 

130, with its artificial stimulation due to 

pendi g disability rate changes, is a 
dificult mark at which to shoot Life 
production in the territory definitel has 


yaggan for some months 


been on the t 
It does not yet appear whether it has 
hit bottom and is due for a rise. How- 
ever the situation is not discouraging. 

\ new 
in Chicago March 1 


} , 1 
general agency which startet 


has shown steady 


rease in and paid business, 
number of cases and agents active 
soliciting Che business appears to be 


there for aggressive agents who ust 








their hea well as their feet \ re 
tirement a corresponding to $250,- 
000 ot ( yusiness was closed in 
Chicag s week, the annual premium 
being *10,000. Chis taken to 

cate tl € Ss 1 -— gl t ynen 
need is demonstrated and | ) irgu 


Benevolent Societies Fight 
Against Department Control 


MADISON, WIS. Aug. 20.—Legal 


proceedings are t be begun to test the 
right of the Wisconsin department to 
interfere with benevolent associations 


that organized on a $1 death assessment 





that these ; 
ations, under the supervision of tl 
insurance department and subject to in 
laws Chev have been filing 
their articles of incorporation with the 
secretary of state instead of the insur- 
ance department. Since the opinion of 
the attorney “ommissi 
Mortensen has 
state that the associations must file their 
organization papers with his department 
tified the organizations 


that thev must « ry} with the insur- 


surance 


general, Commissioner 


iotified the secretary ol 








and has also 


ance laws 

The benevolent associations have 
ganized to fight the case and have re 
tained attornevs, who state that a re 
straining order will be asked to prevent 
the commissioner from assuming juri 


nmction 


Drew Office Picnic 


\ contest among agents ending with 
a picnic party at the Lincolnshire club 
has just been concluded by the A. A. 
Drew general agency of the Mutual 
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Goes to New York | 
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Mu. Ek. O'BRIEN 


M. E. O’Brien, who was formerly 
president of the Detroit Life, has been 
appointed special agency manager for 
the Maccabees in New York State. He 
will appoint general agents throughout 
New York. Mr. O’Brien was head of 
the Detroit Life until its control changed 
and built up a good plant in Michigan. 
Before that he was general agent of the 
Northwestern Mutual Life in the upper 
peninsula. 
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that reason John S. Brown, formerly 


Detroit, who was recently appointed dis 
trict manager at Kalamaz will look 
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Receivership Is Enjoined 
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ceivership solely in the insurance su- 
perintendent and attorney-general. The 
receiver Was appointed on petition of 
Jones Erwin, 84, who has held a cer- 
tincate in the fraternal for 53 years. 
Members were to vote Aug. 21 on a 
plan to change to a legal reserve com- 


pany. 


G. H. Arters of the John Hancock 
Mutua! Life. former vice-president and 
member of the executive committee of 
the Akron, O., Association of Life Un- 
derwriters died recently at the age of 
43 following an operation He was a 
graduate of the University of Colorado 








——— 


Missouri Valley 
State News 











Nebraska Ruling on Policies 


Commissioner Notifies Companies Forms 
Must Permit Loans in Grace 
Period 


Commissioner Herdman of Nebraska 
has notified all life companies operating 
in that state that he will not approve 
any policy forms which do not provide 
for policy loans during the grace period. 
He states that forms providing for pol- 
icy loans “before default of any pay- 
ment of premium,” or similar wording, 
will be required to define “default” in 
such way that no uncertainty exists as 
to compliance with this ruling. 

Mr. Herdman cites the statute requir- 
ing a grace period, “during which period 
of grace the policy shall continue in 
force,’ and another subdivision which 
provides “that after three full years pre- 


LIFE INSURANCE 


miums have been paid, the company at 
any time, while the policy is in force, 
will advance a sum equal to or, at 
the option of the owner of the policy, 
less than the reserve at the end of the 
current policy year.” He holds that this 
provision clearly requires life policies to 
provide for policy loans during the grace 
period. 


One Burial Society Qualifies 
LINCOLN, NEB., Aug. 20.—In spite 


of the new law which says burial so- 
cieties must pay contract holders in 
cash instead of services, the American 
Benefit Funeral Association of Omaha 
has applied to Commissioner Herdman 
for a license. It was thought by back- 
ers of the bill that the new requirement 
would keep such organizations out of 
the field. 

The new company has already gained 
approval of its articles of incorporation 
and will be licensed as soon as it com- 
pletes capital requirements. The in- 
corporators are Dr. J. M. Cottrell, Heb- 
ron, Neb., and two Omaha attorneys, 
J. T. O’Brien and C. E. Walsh. 


Equitable Life Conference 


The agency conference of the Kansas 
City, Mo., department of the Equitable 
Life of New York will be held at Excel- 
sior Springs, Sept. 13-15. President 
Parkinson and others will be present 
from the home office. 


Opens Fargo Branch 
The Policyholders National Life of 
Sioux Falls, S. D., will open a Farge 
branch to cover eastern North Dakota. 
O. S. Granner and C. C. Barton will 





be in charge. 




















| IN THE SOUTH AND SOUTHWEST 


EDITION 





9,@ 


evra yes7 


» PROTECTION 


» 


SOMETHING NEW vuax 1S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 
regardless of kind of policy purchased 





A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street 7 as ** Chicago 





Honoring Veteran Life Man 


San Antonio Agency of the Jefferson 
Standard Life Pays Tribute to 
A. G. Janszen 


The San Antonio agency of the Jef- 
ferson Standard Life has designated 
August as “Janszen Month,” in honor of 
A. G. Janszen, supervisor, who com- 
pletes his 15th year in the service of 
the company in August. Mr. Janszen 
is the oldest man in the length of serv- 
ice with the Jefferson Standard in Texas. 
He started with the company on a part- 
time basis while he was cashier of the 
Cibolo Bank at Cibolo, Tex. He is one 
of the most consistent producers of the 
company in the country. 

According to O. P. Schnabel, mana- 
ger of the San Antonio branch, Mr. 
lanszen has qualified for every conven- 
tion trip the company has offered since 
he has been with it. In addition to nam- 
ing the month in his honor, the agency 
is also setting aside a certain amount 
tor each $1,000 produced which will be 
used to buy a suitable gift in recognition 
ot his valuable services to the agency. 
It is estimated that this pot will run 
$100. The August contest will close 
with a banquet Sept. 1, at which the 
gilt will be presented to Mr. Janszen. 


Will Attend Agency School 


Jack Neal and Milton Underwood, 
newly appointed agency director and 
sles promotion manager respectively 
ot the Seaboard Life, will attend the 


agency school to be conducted by the | 


Life Insurance Sales Research Bureau 
at Northwestern University. Both joined 
the company July 1. Mr. Underwood, 
WhO is a newcomer to the insurance 
business, is working in the city agency 
m Houston and making a good produc- 
ton record. He expects in this way to 
familiarize himself with the sale of life 
msurance and develop much good sales 
material for the agency force of the Sea- 





board Life. Mr. Neal has not definitely 
outlined his work for the rest of the 
year but it probably will be spent 
principally in building up the agency 
force, with production in the _ back- 
ground. 

Surke Baker, president of the Sea- 
board, says the company made a nice 
increase the first seven months. Lapses 
are slightly lower than in 1930 


Community Life Insolvent 


Receivership for the Community Life 
of Little Rock, Ark., was established 
Aug. 10 by Circuit Judge Mann. It was 
certified by Commissioner A. D. Du- 
laney as insolvent, a part of its reserve 
having been invested in stocks of Mor- 
gan Utilities, Ind., which operates util- 
ity units in a number of Arkansas cities 
and is now in receivership. A. F. Mon- 
rotus was appointed receiver. 


Releases Company from Liability 


The Arkansas supreme court § in 
Lacey vs. American National holds that 
a provision in a life insurance applica- 
tion that no liability should exist against 
the insurer unless the policy was deliv- 
ered to the assured while he was alive 
and in good health, was a _ condition 
precedent, and while it might be waived 
by the company, failure to deliver the 
policy to the assured while he was alive 
and in good health in the absence of 
such waiver released the company from 
ljability. 


Cummings’ Camp Meeting 


The O. Sam Cummings agency of the 
Kansas City Life in Texas will hold its 
annual camp meeting at San Marcos, 
Tex., Aug. 24-29. Walter Cluff, educa- 
tional director, will conduct morning 
educational classes; and Dr. H. A. 
Baker, medical director, and J. A. Bud- 
inger, actuary, will attend the gathering 
for part of the week. About 200 agents 
are expected to attend. 











An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 
—is a producer —needs no financ- 
—is, of course, ing 
honest —is seeking oppor- 
—has three years of tunity 
experience —will WORK 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible financially 
and yet on whom he will receive overwriting Commissions as high 
as $4 per thousand and long time Renewals. 


THE COMPANY—is rated "A" by Best. 
are extremely low 

(Age 35 Ordinary Life Net Cost 

First year per thousand $17.85) 
It writes all latest forms—Participating only—including an imi- 
proved Family Income form; also Juvenile 
Has over $1 35,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 
UNLESS you have no present connection, or 
WE WANT you have a real reason for leaving your 
AN present connection and are not at fault your- 
self, we are not interested. Write fully about 
UNUSUAL yourself. We will not communicate with 
MAN 


—can organize 


—needs no drawing 
account or salary 


—needs no office 
expense 


lts rates for Insurance 


references until after interview. Write T-74, 
The National Underwriter. 
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“THE FRIENDLY COMPANY” 


PEOPLES 


FRANKFORT 


New Investment Channels 


Thousands of people are today seeking 
new investment channels. 
unfavorable experiences they look with dis- 
favor upon the popular investments of one 
year, five years, or even ten years ago. 

This opens the door to the life insurance 
man and leading authorities predict that 
the next big investment swing will be to Life 
Insurance because it is a guaranteed investment. 

If you are interested in being of real 
service in your community look for pros- 
pects who have liquidated their investments 
—and get in touch with a Life company who 
gives the best to her representatives. 
as others have found, will find it pays to be 
friendly with the 


LIFE INSURANCE CO. 


“The Friendly Company” 


Because of some 


You, 


INDIANA 
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ident 


Presi 


SHEARN 
Vice-President 


MOODY 


W. L. MOODY, III 
Vice-President 


W. J. SHAW 
Secretary 


J. B. MILLS 


Asst. Vice President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, 


HOME OFFICE: 


TEXAS 


Assets $43,535,337.85 
-6,100,953.69 


Surplus 


We Have Openings for Live Men in 


Kansas 


Kentucky 
Michigan 


Minnesota 
North Carolina West Virginia 
South Garolina 


Texas 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL GROUP 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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Opposes Lower Wage Scales 





C. C. Thompson in Oakland Address 
Says Such Action Would Lower 
Standard of Living 





SAN FRANCISCO, Aug. 20.—Urg- 
ing that business leaders of the coun- 
try should not consider a reduction of 
wages as a move to improve business 
or to aid in the return of prosperity, 
C. C. Thompson of Seattle, vice-presi- 
dent of the National Association of Life 
Underwriters, was the principal speaker 
before the Oakland General Agents & 
Managers Association last week. Mr. 
Thompson pointed to the danger of such 
reductions bringing about a lowering of 
the standard of living and urged that 
such a move be the last to follow the 
readjustment of present economic life. 

Mr. Thompson also addressed the San 
Francisco General Agents & Managers 
Association, pledging his unqualified and 
wholehearted support to the San Fran- 
cisco association in its invitation to the 
National association to hold its annual 
convention in San Francisco in 1932. 

Plans to have the East Bay Life 
Underwriters Association of Oakland 
join with the San Francisco association 
in its invitation were completed last 
week by committees from the two or- 
ganizations and if the convention is 
secured, the Oakland group will act as 
joint hosts with the San Francisco as- 
sociation. 

In a series of broadsides, personal 
letters and calls the membership com- 
mittee of the San Francisco organiza- 
tion is working up to a climax for in- 
creased membership and it is expected 
that by Aug. 31 the membership will 


Provident L. & A. Appointment 


A. L. Law has been appointed gen- 
eral agent for the Provident Life & 
Accident for Alameda and Contra Costa 
counties, Cal. G. D. Thomas, western 
supervisor, whose headquarters are in 
Los Angeles, has been spending some 


be doubled as a result of these efforts. | 


Hammond Shows an Increase 





Aetna Life General Agency in Southern 
California Giving Good Account 
of Itself 





In spite of the so-called depression in 
general business conditions, the W. M. 
Hammond agency of the Aetna Life at 
Los Angeles reports a gain in the pro. 
duction of new life insurance for the 
first six months of 32 percent as com. 
pared with the corresponding ape. of 
1930. During the same period the group 
business gained 71 percent and accident 
and health showed an increase of g4 
percent. 

Written business of this agency for 
July, 1931, shows a gain of 290 percent 
over the volume of written production 
for the same month of last year. 

General Agent Hammond has charge 
of the entire southern California terrj- 
tory and his agency plans: are based on 
intensive development of this area. Ac- 
cordingly, district offices have already 
been established in San Diego, Santa 
Ana, Pasadena, San Bernardino, Long 
Beach and Santa Barbara, and are 
now actively producing business. 

Eleven members of the Hammond 
agency have qualified for the trip offered 
by the company to its annual agency 
convention at New London, Conn. 


Receivership Is Asked 


DENVER, Aug. 20.—Receivership for 
the Progressive Insurance Company has 
| been asked in a suit filed in district 
| court by A. H. Merrifield, A. C. Pierce 
and W. B. Calbeck, stockholders. Mis- 
management is alleged. The company 
was organized in July, 1929, by Galen 
Byrnes, M. M. Byrnes and others for 
the purpose of qualifying to write life 
insurance. 











time in northern California territory and 
it is expected he will shortly announce 
appointment of a general agent in San 
| Francisco. 
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Shapro Is Syracuse Speaker 





San Francisco Man Urges Using Re- 
newal Commissions to Create 


Old-Age Sinking Fund 





SYRACUSE, N. Y., Aug. 20.—With 
110 members in attendance the August 
meeting of the Syracuse Life Underwrit- 
ers Association was one of the largest in 
its history. 

The principal speaker was Ben F. 
Shapro, San Francisco general agent for 
the Penn Mutual Life and president of 
the San Francisco association. Mr. 
Shapro pointed out the vital importance 
to the average agent of conserving or 
making a sinking fund of all renewal 
commissions. He said that not one agent 
in 1,000 has a pension or income in old 
age from savings of first year’s commis- 
sions. He showed how an agent could 
make himself independent in 30 years by 
investing his renewal commissions. In 
this period, an agent could have, he said, 
$100,000 in the bank and an income of 
$100 a month from pension fund from 
renewals. 

A. J. Reed and W. H. Covert of the 
Farmers & Traders Life, who recently 
wrote at least one “app” a day for 83 
days, were introduced. Chester A. Fuller 
told of plans for increasing the member- 
ship to 200 this year. 

The association went on record as ap- 
proving the holding of the 1932 National 





association convention in San Francisco. 


May Join Bank Study Class 


Members of Washington, D. C., Asso- 
ciation May Receive Benefit of 
Training in Trust Functions 








WASHINGTON, Aug. 20—Consid- 
eration is being given by the Washing- 
ton chapter, American Institute of 
Banking, to a proposal that members 
of the District of Columbia Life Under- 
writers Association be permitted to at- 
tend chapter classes and receive the 
benefits of training in trust functions 
this fall and winter. 

Under the rules of the American In- 
stitute of Banking only those connected 
with banks may enroll in its classes. In 
view of the close cooperation between 
life underwriters and the trust depart- 
ments of the banks, however, President 
Dooley of the institute believes that if 
a group of insurance men want to join 
the class, the educational committee 
would consider their applications favor- 
ably. : 

President Bethune of the underwrit- 
ers association is circularizing its mem- 
bers to determine how many would care 
to enroll. 

*x* * * 

Syracuse, N. Y.—W. L. Boyce, presi- 
dent of the Syracuse association, called 
a luncheon meeting of the executive 
board and membership committee 1 


draw plans to increase the membership 
of the association. 


Arrangements were 





The 


also made for future activities. 
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August 21, 
= 
membership committee outlined plans to 
attract those in surrounding towns 
where there are no local associations. 
The association expects to secure sev- 
eral noted insurance figures as guest 
speakers at its luncheon meetings. 

*x* * * 

Cleveland— The first fall meeting of 
the Cleveland association will be held 





Sept. 11. The speaker will be L. O. 
Schriver, general agent Aetna Life, 
eoria, Il. 

: * * * 


pittsburgh—President R. N. Waddell 
ef the Pittsburgh association has ap- 
pointed the following committee chair- 
men: Program, L. C. Woods, Jr., Equi- 
table Life of New York; membership, 
w. R. Furey, Berkshire Life; publica- 
tion, R. H. Finger, Sun Life; legislative, 
H. J. Johnson, Penn Mutual; reception, 
w. L. Phipps, Reliance Life. 





association is planning to invite Mrs 


| W. S. Pritchard of the National associa- 
tion to come to Birmingham this falland 
address women’s clubs here An insur- 
ance department of the Alabama Feder- 
ation of Women’s Clubs will be pro- 
posed. 


The association, at its August meet- 


ing, heard W. C. Adams coal dealer, 
speak on “Insurance Solicitations I 
Have Received.” 


* * * 

Pensacola, Fla.—The Pensacola asso- 
ciation has been organized with 22 char- 
ter members. R. B. Simpson, Equitable 
of New York, is president; Morris Levy, 
Penn Mutual, is vice-president; R. C 
Griffin, Missouri State, treasurer 

* * * 

Little Rock, Ark.—aAn address, “Mak- 
ing Insurance Safe as an Inheritance,” 
was delivered by Judge W. G. Hendrick 

















ee. 2. 2 at meeting Aug. 17 of the Little Rock 
Birmingham, Ala.—The Birmingham | association. 
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| Policy Literature. Rate ks, etc. 


PRICE, $4.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | 


| Digest” and “Little Gem,” Published Annually in May and April respectively. | 


Supplementing the “Unique Manual- 
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Columbus Mutual’s New Form 





Income Bond at Age 65 Is Issued te 
Meet Investment Hunger of 
Public 





“Income bond at age 65” is the title 
of a new Columbus Mutual Life form, 
which was announced at the company’s 
agency convention in Toledo Wednes- 
day by Actuary Carl Mitcheltree. Is- 
suance of the policy was prompted by 
the growing popularity of insurance 
contracts with investment features. Mr. 
Mitcheltree suggested that the new form 
might be used as a running mate to the 
retently issued “Term to age 60” policy, 
which “provides protection during the 
earning period, while the income bond 
provides for the assured after the earn- 
ing period.” 

Issued to Ages 16 to 55 


The new policy may be issued to ages 
16-55. It is a continuous premium con- 
tract. At maturity (age 65) the policy 
will pay $10 per month for each $1,000 
of insurance for a guaranteed period of 
100 months and for as long thereafter as 
the assured may live. 

In event of death before the policy 
matures, the face amount or the cash 
value, whichever is greater, will be paid 
the beneficiary. Towards maturity the 
cash value is greater than the face 
amount. 

The minimum limit is $1,000, but Mr. 
Mticheltree said it is assumed it will 
not be written for less than $2,500. 

In his address, Mr. Mitcheltree re- 
called that 13 years ago the Columbus 
Mutual had only 15 contracts, while now 
- agents have more than 50 in their 
it. 

Below is an exhibit of cost at repre- 
sentative ages. The net cost first yeat 
and tenth years are given. 

Ist Yr. N. C. N. C 
Prem. Div. ist Yr. 10th Yr. 


16 feasees 20.21 $ 4.66 $ 15.54 $ 14.36 
20....... 22.40 5.44 19.71 17.95 
25 25.15 5.44 19.71 17.95 
ae 30.69 6.32 24.37 22.30 
35 37.27 7.36 29.91 27.84 
40 46.74 8.36 38.38 35.70 
eee 61.24 9.45 51.79 47.55 
ae 85.50 11.44 74.06 66.93 
Ee TGRRS 133.38 15.16 118.22 104.30 


Wisconsin National Life 


A conversion rider is being attached 
to modified life expectancy policies by 
the Wisconsin National. It provides 
that at age 60 the policy becomes an 
endowment at 85 and the premium pay- 
able after age 60 depends upon age at 
issue. The premium for age 40 and 
Under is $40, increasing $1 at every age 
UP to age 55. 





Minnesota Mutual 


A new line of juvenile contracts is 





=\ for issuance by the Minnesota Mu- 
ual, Full death benefit applies now on 





all three forms at age 5, nearest birth- 
day. Waiver of premium in event of 
death or disability of father or recog- 
nized applicant may now be written on 
any case and on any plan issued at any 
age under 21, providing for waiver of 
premiums until the insured reaches age 
30. A new form of application for 
juvenile policies is provided. Payor in- 
surance may now be added on the same 
application. The same plans are avail- 
able as before—20-pay life, 20-year en- 
dowment, endowment at age 18 and en- 
dowment exchangeable at 15. 


North American Life & Casualty 

Four participating juvenile forms have 
been added by the North American Lifé 
& Casualty of Minneapolis. The first is 
aun endowment maturing at age 50 to 85, 
depending upon age at issue If issued 
prior to age 1 the policy matures at age 
50; ages 1 to 5 maturity age is 55; age 
6 the maturity age is 60; above age 6 
the maturity age is 85. The policy is 
known simply as juvenile endowment. 
Rates are: 

Juvenile Endowment 


Age 6 Mo, 5 Yr. 6 Yr. 10 Yr. 14 Yr. 
3 3 $ 3 
End. age 50..20.59 .... 
End. age 55...... 19.20 
End. age 65...... 


SE.TO esas cose 
2 Te. ened abe eed 15.81 16.89 
Juvenile 20-Pay. End., Age S85 
Prem... $24.97 $23.70 $23.32 $23.94 $25.22 
Juvenile 20-Year Endowment 
Prem.. $48.00 $46.88 $46.35 $46.12 $46.41 
Juvenile Endowment, Age 2 
Prem... $45.62 $59.90 $63.73 $89.21 $145.52 





First Loss Sustained on 
Family Income Policy 











The Equitable Life of Iowa has sus- 
tained the first death of a policyholder 
under the family income policy intro- 
duced six months ago. The policy- 
holder was Harry Baxter of Chicago, 
who applied Feb. 20 for $10,000 family 
income plan. He died June 22 after a 
brief illness. The wife was beneficiary 
and their two children, Joanne, 2, and 
John Otis, 4, contingent beneficiaries. 
A direction for settlement attached to 
the policy provides that after the regu- 
lar income instalments have been paid 
up until Feb. 20, 1952, $10,000 lump sum 
is to be paid to a Chicago bank under 
a trust agreement. 

Only one semi-annual premium had 
been paid. The wife has since paid the 
second semi-annual premium in order to 
complete the premium requirement for 
the current insurance year and the com- 
pany has started to pay her the follow- 
ing benefits: 

1. Lump sum settlement of $1,500. 

2. Monthly income of $100 for 248 
months, the last payment being made 
Jan. 22, 1952. 

3. At final anniversary of family in- 
come period, Feb. 20, 1952, face amount 
of the policy, $10,000, to trust company. 

The present value of all these benefits 
amounts to $24,090. 
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You will like our liberal first-year and 
renewal commission contract direct 
with the home office. It gives you 
the right to sell men, women, and 
children real protection on a low- 
cost participating or non-participat- 
ing basis. 


Just glance over this list: 


Age Limits: 
| Day to 65 Years 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
Retirement Income 


Monthly Premium 

Policies for Women 

Child's Educational 

Juvenile Policies 

6°, Guaranteed 
Income 

Life Income 


Family Income 
Policies 
Participating 
Non-Participating 
Sub-Standard 
Preferred Risk 
Pay-Roll Deduction 


FOR FURTHER INFORMATION, ADDRESS 


A. R. PERKINS, AGENCY MANAGER 


JEFFERSON STANDARD 


LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 


MORE THAN 370 MILLIONS 





IN FORCE 














The Modern Convention 


Among the many improvements made by life 
insurance companies in Agency management, is the 
present-day Convention. Instead of the old-time 
programs made up of many windy speeches and papers 
by Home Office officials and General Agents, few of 
them having any value, we have ‘‘tell ‘em how’’ talks 
and ‘‘show ’em how’’ demonstrations—meetings that 
teach, uplift, inspire, enlarge the underwriter’s know- 
ledge, expand his salesmanship capacity, strengthen 
his ethics, and aid him to reach the status of the ideal 
life underwriter—a life insurance counsellor. 


















Life insurance, for all life underwriters, is a better 
profession because of the part that the modern Con- 
vention plays. And small companies, as well as 
large, have worthily contributed to this desirable pro- 
gram progress. 


THE PENN MuTuAL LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 
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ACTUARIES 














CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 








114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 




















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F.A.1. A. 
CONSULTING ACTUARY 
Auther “A System and Accounting for a Life 
Insurance ep 


Attenti 
Legal Reserve, a and Aesoument Busineso— 


North La ‘Salle Street 


228 
Phone Franklin 6559 Chieage 

















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 


THE NATION: \L 


Companies Make 
Investment Gain 


(CONTINUED FROM PAGE 1) 

to report appreciation in security values. 
For comparison, the group of 20 fire 
companies classified as those investing 
over 40 percent in stocks, showed the 
poorest investment performance of any 
group, reporting depreciation of 19.12 
percent, as compared with depreciation 
ot only 2.64 percent in 1929. The 43 
fire insurance companies included in the 
group classified as those investing less 
than 40 percent in stocks reported de- 
preciation of 6.95 percent in value of 
security holdings during 1930, as com- 
pared with depreciation of only 1.10 per- 
cent in 1929. 

Analysis of the uses to which new 
money was put in 1930 indicates that no 
basic change of investment policy took 
place in the past year in any group of 
companies, as between relative impor- 
tance of bond and stock commitments. 


Details on Investments 


As of the close of 1930, the 33 life 
companies included in the study had 46.3 
percent of total funds invested in bonds, 


as compared with 45.6 percent at the 
close of 1929 and 50.2 percent in 1924. 
Mortgage holdings declined from 51.8 


percent to 50.5 percent in the past year, 
while stock holdings, comprising chiefly 
preferred and guaranteed issues, rose 
from 2.6 percent to 3.2 percent of total 
investments. 

Diversification of the combined bond 
accounts of the 33 life companies shows 
a sharp decline in the percentage of rail- 
road bond holdings and United States 
government obligations and a further in- 
crease in holdings of public utility bonds. 
These changes are continuations of 
trends that have been apparent since 
1924, and which in that period have re- 
duced government bond holdings from 
18 percent of total bond holdings in 1924 


to 4.8 percent in 1930, and rails from 53 | to 26.2 
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-|Companies Wary 
of Banking Field 


(CONTINUED FROM PAGE 1) 


be converted into cash to 
meet such demands would affect the 
earnings of the company, which in turn 
would have the effect of increasing with- 
drawals among policyholders dissatisfied 
at getting less return than they thought 


could readily 


they would. 
In spite of companies’ actions, how- 
ever, there are still a number of con- 


tracts or combinations of contracts open 
to investors who have no need of death 
benefit provisions but who are inter- 
ested in getting the highest return con- 


sistent with the safety that only life 
insurance can give. There are also tax 
exemption features to be considered in 
some cases. 
Other Methods Available 

One system is to buy a single pre- 
mium endowment contract and at the 
same time a single premium annuity, 
paying for the annuity the difference 


between the amount of the single pre- 
mium and the face of the policy. In 
this way companies can issue the two 
policies without medical examination, as 
the two risks involved cancel each other. 
While the assured under this system 
can of course take the cash value of his 
single premium policy at any time, and 
can get back a portion of the amount 
he paid for his annuity, he cannot with- 
draw the full reserve on his annuity. 
Another popular form of investment 
is to buy a five-year endowment, cash- 
ing in the third year, when cash value 
is a little more than the amount orig- 
inally paid in; then to leave the cash 
value at interest with the company. 


percent to 48 percent during the same 
period. Utility bond holdings, mean- 
while, have increased from 11 percent 
percent. 














PRESENT DISABILITY FORM CRITICIZED 











HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














MISSOURI 








- ALEXANDER C, GOOD 
Consulting Actuary 
807 Paul Brown —* as St. Louis 


an 
800 Securities Building, Kansas -City 








NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York 

















LIFE INSURANCE AS A PROPERTY 
INVESTMENT 


“It will revolutionize Life Insurance 
says one Company President. Exclusi 


and completely developed only in the Nee 
Training irse, “The E: Life 
Underwriti: by Abner r. Pub- 
lished by bo Wtamend Life a 
East Fourth Street, Cincinnati, 
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that such a provision would inure 
to the benefit of the family of many an 
insured individual and it was a legiti- 
mate coverage which a life insurance 
company might be expected to furnish. 

“From these opinions, formed first 15 
years ago, I have not departed. Accu- 
mulated experience has only convinced 
me that it is entirely impossible to suc- 
cessfully write disability coverage by 
any means now at our disposal. We 
cannot, by increasing the premium, off- 
set the loss which we are encountering. 
To increase the premium simply means 
that we will obtain marked selection 
against the company and the disability 
coverage will be bought and paid for 
only by individuals who already visual- 
ize the time when through the instru- 
mentality a claim they will recoup 
their financial losses. It should be 
sible by an adequate premium to insure 


tract; 


of 


against genuine total and permanent 
disability, but it is my profound belief 
that we cannot charge a premium suffi- 


cient to cover moral breakdown in cer- 
tain individuals. Possibly this result has 
been brought about by our rapidly in- 
creasing population of foreign birth with 
lowered standards of living and of mor- 
ality. 


Predicts Discontinuance 
of Cover at Early Date 


“Contrary to the belief held by most 
life insurance people, I believe the time 
will come at a relatively early period 


when this kind of coverage will be dis- 
continued. It is alleged that the writing 
of life insurance has been quickened and 
the business has been greatly stimulated 
by this provision. It is my opinion that 





pos- | 





a tithe of the money which we have paid 


out in fraudulent claims would have in- 
creased compensation to the agents 
through increased educational methods 


and increased advertising and would 
have produced a much greater volume 
business. 

“I believe that actuaries and execu- 
tives will come to realize this and that 
disability insurance will be discontinued. 
If the change does not come through 
this channel, I then believe that insur- 
ance commissioners will eventually come 


ot 


to the point where they will be com- 
pelled by local pressure in their states 
to charge that an unjust and undue 


practice is being made upon the policy- 
holders that a few may have ease and 
comfort during a retirement period at 
the expense of the many small policy- 
holders in their states. Moreover, the 
small local companies compelled to meet 
the competition engendered by this pro- 
vision in the contracts of the larger com- 


panies, are facing a serious problem 
which rharkedly interferes with their 
healthy growth and prosperity.” 
s 2 * 
President Montgomery 
in Biblical Quotation 
President Montgomery expresses his 


opinion very succinctly as follows: 
“We hesitated for a long time before 
we incorporated the monthly income 
disability clause in our contract, and 
when it was incorporated it was done 
with reluctance and only on very strong 
pressure from the field and at a pre- 
mium considerably in excess of that 
charged by other companies, so that thus 
far it has been profitable with us, but 
even then we would like to see it dis- 
continued in any life contract. I think 
a waiver of premium clause in a policy 
contract is an exceedingly useful thing 
and has a proper place in a life insurance 
contract, but when we get beyond that 
| feel the companies are skating on 
thin ice, because they have not enough 


’ —_—— ewww 
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NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 


LIFE INSURANCE WITH DOU. 
BLE AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 


NON-CANCELLABLE, NON-PRO.- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 


WAIVER OF PREMIUMS AND 
MONTHLY INCOME FOR TOTAL 
AND PERMANENT DISABILITY, 


In addition to attractive ag con- 
tracts in the form of life, lim- 
ited payment life, endowments, monthly 
income, educational endowments, and 
juvenile insurance he offers 


THE INCOME pio Sea f CON- 


TRACT—THE ER_ FAILING 
wees weS ae SALARY 


His advice to ambitious 
this: 


agents is 
Get in touch immediately with 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 


Se Se ee am 
SRS SO EEE RRO 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 0 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 2% 


Original cost, age thirty, = . 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
Srest Virginia or the District of 


Write for Sample and Particulars 
This is one of many unique contracts 
isonet by 


Federal Union Life 


FRANK M. PETERS, Presidest 
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“?’m Not Sold 
on Accident 
and Health” 


You hear many life agents say- 
ing this, and quite sincerely. 
Moreover, we cannot but agree 
with them, if they haven’t seen 
our new and modern policies. 


To the man accustomed to the 
excellent life contract the old 
time A H policies were not 
what he knew his clients needed. 
Consequently, he was not sold 
on them. But life agents are 
finding they can be sold on our 
Super-Disability policy. 


Send in the Coupon for further 
particulars. 


MAIL COUPON 
















INTER: rs CASUALTY 
| inter-Ocean Casualty Co 


COMPANY 
A 
ath Fleer American Bidg., Cinelnnatl, Ole. 


Executive Office 
CINCINNATI-OHIO 

Please send me information regarding your acci- 

| dent and health policies. 


| NAME 








ORDER 1932 Calendars now 


from The National Underwriter. Special 12 
sheet rotogravure calendar with a timely in- 
surance subject for every month of the year. 


Exclusive franchise 


Prices no higher than stock calendars. Write 
for sample. Order early and make sure of 
the rights for your town. 


The National Underwriter 


A-1946 Insurance Exchange 


Chicago Life 








HENRY 
GRADY 
HOTEL 


Atlanta, Ga. 





550°ROOMS 





550 BATHS 
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of experience to enable them to make a 
satisfactory charge for the benefit prom- 
ised, and worse still, they have the courts 
at every opportunity construing the law 
a good deal more liberally than they 
intended it should be construed. Hence, 
what might have been a sufficient charge 
for the benefit promised is, by court 
interpretation, made an insufficient one. 

“I believe the Mammon of production 
was responsible to a large extent for 
the insertion of the monthly income dis- 
ability clause in life insurance contracts. 
The management of the companies in 
that respect reminds me a good deal of 





the parable in the Good Book of the 
| men bidden to the wedding feast. When 
| they offered a lot of excuses for not 


coming, you will remember, according 
to the narrative, the host issued orders 
to ‘Go out into the by-ways and high- 
| ways and compel them to come in that 
| my house may be filled.” The companies 
| filled their houses, but the feast has been 
|an exceedingly costly one for a good 
many, and unfortunately no one knows 
how much additional it is going to cost.” 


* * * 


Inadequacy of Tariff 
Stressed by Greenwood 


President Greenwood’s reaction to the 
disability coverage is as follows: 

“In my opinion the life companies 
| made a mistake when they entered the 
| accident and health field, more particu- 
larly when they put on the disability 
coverage. 

“Such coverage 


is perhaps serving a 
useful purpose, but it might have been 
more properly left to the accident and 
health companies. 

“The life companies erroneously as- 
sumed that the liability would involve 
but little cost, and therefore undertook 
to sell the coverage for a price which 
experience has proved was far below 
that which should have been charged, 
consequently the necessity of raising the 
price from time to time, which most 
companies have done, our company hav- 
ing made two increases in its disability 
rates within the last five or six years, 
and will make further increases if ex- 
perience warrants. 

“IT am informed that great financial 
losses have been sustained by many 
companies, and it is my judgment that 
no company has a moral right to sell 
this particular coverage at a loss, and 
therefore should either discontinue or 
make an adequate charge. 

“But the financial phase of the ques- 
tion is only one of those involved. It 
lends itself to deception, gives rise to 
many controversies between companies 
and clients, and thus creates an unfavor- 
able dissension and sentiment which, in 
many instances, involve companies, 
agents and clients. 

“A life insurance company should be 
as free as possible from any kind of 
dissension between itself and its clien- 
tele, and it was a happy situation when 
we had no question to pass upon except 
whether the policyholder was dead or 
alive.” 

ss. 
Nerve Is Necessary to 
Administer the Medicine 


The views of President Price of the 
Jefferson Standard are presented here- 
with: 

“The subject of disability is one that 
is surely puzzling the insurance folks at 
this time. 

“Now, that is a mistake; it is not puz- 
zling them one bit; they know that 
something must be done, but I am afraid 
we haven't the nerve to administer the 
necessary medicine. 

“In my opinion, if the life insurance 
companies, or a reasonable number of 
life insurance companies, will get to- 
gether, appoint a committee and all 
agree to abide by its recommendations, 
the problem would be solved over night. 

“Our company would be willing to 
abide by any reasonable decision, by 
any reasonable number of companies, 
and, in my opinion, it is just damn fool- 
ishness they don’t get together and don't 








es 





get together at once.” 
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THE FORMULA OF SUCCESS 


L_= INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and prolaty state 
the facts of life insurance service will be Masters of their craft and successful. 
Tus Murvat Lire or New Yorx, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Disability 
and Double Indemnity Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyhoiders. 


Those contemplating engaging in life insurance field work as a career of broad 
service and personal a eakipvennint are invited to apply to 


The Mutual Life Insurance Company 
of New York 
New York, N. Y. 
GEORGE K. SARGENT 


and Vice-President and 
Manager of Agencies 


34 Nassau Street 
DAVID. FF HOUSTON 


resident 














ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 


NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


P and Noo-P Policiles—Men and W. E T Total 
articipating eee Oy en omen on Equal Terme— 








Circulartzation Aids—Supervisor’s Help—Direct Contracts, Human 
Contracts and Special Producer’s Clubs 


Relations, Libera! 





lf You Are Agency 


Ready for a General There ts Desirable Sorsiew, Open te 
1OWA_NEBRASKA_MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


igmund— Pres. Agency Dir 
. —_ . “ec B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 





COL. C. B. ROBBINS. Pres. 











@ THE COLONIAL LIFE INSURANCE COMPANY @ 
of America 
33 Years in Business—Incorporated 1897 Under Laws of New Jersey 


OPERATES UNDER SUPERVISION OF INSURANCE DEPARTMENTS OF 
NEW JERSEY, NEW YORK, PENNSYLVANIA and CONNECTICUT states 


Industrial Policies from Birth to Age Sixty-Five—Ordinary Policies from Age Fifteen to Age Sixty 
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Desirable Territory Open for General Agencies. 
Liberal Contracts. 
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By Harry McNamer 
Price $2.00 
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LISSEN, BILL-- 


why let it Take up your 
or after you con- 


uf 


This Thing of Territory, 
Time ’—before you contract, 
tract ?>— 


f 


What if you have Personally Produced and Paid for 
$100,000 to $1,000,000 certain years ?— 

Does that qualify you to Organize and Supervise 
41,000 to 158,000 square miles, the approximate 
number of 640-acre Sections in Ohio and Cali- 
fornia ?— 

You didn’t Produce and Pay for that $100,000 to $1,000,000 chasing all 
over 27,000,000 to 101,000,000 acres, did you? (There’s Ohio and 
California for you)— 





Bet your life, you didn’t—you didn’t Gyrate Expensively over Territory 
—what you did was Concentrate Intensively on Population— 

Do you know, Bill, that a great many capable life insurance men let 
month upon month and year upon year slip Unproductively by the 
while they seek to be appointed “Traveling Salesmen?”’—*“Drum- 
mers,” as it were— 

Well, the man who wants to Tour and absorb Scenery or sell Land 
should go to Colorado or Canada—We don’t operate in either Com- 
monwealth— 


Baby once cried for the Moon—somebody brought it close up by means 
of a mirror, and the kid yelled Murder!— 


Look around you, and you'll find that the Wiser and Wealthier life insur- 
ance men have chosen to manage A MAN and stick to a Community, a 
City, a County, to Civilization and Competition— 

And if you're ready to Sign Up to that Line-up, and want to form a 
Life Partnership with a Company that’s always on the Go and the 
Grow, tell it all in your first letter to 

John M. Sarver, President 





A workable block of counties for men who can qualify as General Agents— 
not Ambition, but ABILITY! 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


LIFE HEALTH ACCIDENT 





















































juvenile policies 


‘,.. JUST LIKE DAD’S” 


IFE Insurance contracts 
“just like dad’s” for children 
ARE available! 


A complete selection of 
policy contracts, including 
Twenty Payment Life, 
Twenty Payment Endow- 
ment at Age 65, Twenty Year 
Endowment, Educational Endowments ma- 
turing at any age or ages specified between 
16 and 21, and other standard continuous 
payment and limited payment long-term 
endowments, are issued from date of birth. 


MUTUAL TRUST 


—_——————— 








LIFE INSURANCE COMPANY 
EOWwIN A O1SOn cuIcaco 
PRESIDENT teernow 


“AS FAITHFUL AS OLD FAITHFUL’ 


es 
| This is the first of a series concerning Mutual 


rust Life Insurance Company’s JuvenilePolicies: 
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Combination of Teaching 
Methods Most Practical 





The puzzling question why some new 
agents appear to have qualities which 
ought to make them successful, have 
ambition and try hard, yet fail, is dis- 
cussed by J. M. Holcombe, Jr., manager 
Life Insurance Sales Research Bureau, 
in connection with the “Guidebook to 
Early Production,” training course for 
new agents prepared by the bureau. 

“The average human being,” Mr. Hol- 
combe says, “finds it difficult to master 
a new job which requires that he must 
learn new working habits. To be done 
well, a job must be done skillfully, and 
skill can be acquired only through train- 
ing. Lack of the right kind of training 
is frequently the chief cause of failure 
of new men. 


Trial and Error Method 

Has Hazardous Features 

“There are only a few ways in which 
a person may learn how to do a new 
job. He may try to do it, unaided, and 
thus learn by experience through the 
‘trial and error’ method. He may read 
a book which describes how the job is 
done. He may be told how to do it. He 
may watch others do it. He may com- 
bine all these methods. 

“The ‘trial and error’ method is the 
easiest of all to put into effect since un- 
der this method the new man need only 
be turned loose on the job to ‘sink or 
swim’ with occasional encouragement 
from his manager. The serious disad- 
vantage of this method, when it is not 
accompanied by other forms of training, 
is that many of the new man’s early 
trials are likely to result in failure. 

“Much has been written about life in- 
surance and it is easy to put such ma- 
terial into the hands of the new sales- 
man. Choosing the material to be read 
presents one of the main difficulties with 
this method. The suitability of content, 
the order in which the material is pre- 
sented, and the method of presentation 
offer problems which make the selection 
of a good reading course a difficult job. 

“Even if a good book or educational 
course is available our next task is to 
get the new salesman to read it, assimi- 
late the information, and put the meth- 
ods described into practice. Very often 
the man most likely to succeed as a 
salesman is least likely to be an indus- 
trious student. Of course information 
about selling in book form is better than 
no information at all, but it is not fully 
effective unless tied up with other forms 
of training. 


Warns Against Cramming 

Agents with Information 

“The ‘telling’ method varies greatly in 
form and extent. In one case the man- 
ager can call the new man into the of- 
fice and pleasantly spin a tale of the 
feats of salesmanship which put him in 
the manager’s chair. In other cases lec- 
ture classes can be held for days and 
weeks, and there may be poured into 
the new salesman’s mind all that he 
needs to know about the business, and 
often a great deal more than he ever 
will know. 

“Our ‘telling’ efforts are limited by 
time. The new man has but limited 
time for study usually because of the 
necessity for making sales. Unless he 
produces soon his supply of money and 
enthusiasm will become exhausted. If 
we waste his time by telling him things 
which will not help him quickly to some 





measure of success, we must 
responsibility for his failure. 
“Then we must consider the man’s 
capacity for absorbing new information, 
It is unquestionably better that he mas. 
ter a few facts than to have a smatter- 


take the 


ing of many. It is important too that 
what he masters be useful to him im. 
mediately. It is unwise to spend too 


much time when he first comes into the 
business telling him something which 
will be only remotely beneficial 


Applying Principles on Street 
May Be Difficult 


“Then we must consider the fact that 
the new man may not do as he is told 
This may not be due to laziness or lack 
of will power. The job which appeared 
so simple when explained to him in the 
office may seem to be entirely different 
when he attempts to work at it under 
the confusing conditions of actual prac- 
tice. 

“While there is much to commend the 
‘showing’ method, if it is used alone it 
has serious disadvantages. The sales 
demonstration which the new man is 
watching must be one which he is ¢a- 
pable of putting into effect. Selling 
work for demonstration purposes must 
be reduced to its simplest elements and 
be capable of exact reproduction by the 
new man after a reasonable number of 
efforts. 

“After all, watching is merely an aid 
to learning, and if the new man should 
confine all his efforts to watching he 
will never learn to do the job by him- 
self. 

Combination of Plans 

Appears Most Practical 


“There seems to be only one true so- 
lution to the training problem. That is 
the ‘combination’ process. Combining 
all the methods we have described in 
the right proportions, with trial and re- 
trial by the student salesman, enables 
him to have all the advantages of all the 
methods, and at the same time the dis- 
advantages of separate use are elimi- 
nated. Successful selling requires care 
fully developed habits. The new sales- 
man must not only know what he must 
do but be able to do it with some de 
gree of expertness. 

“Pick out the things your new recruit 
needs to know about the job of selling; 
eliminate as much unnecessary detail as 
possible; combine the telling process 
with the reading process, and finish by 
having your student pon velba try and 
re-try under your supervision and ob 
servation until doing each part of the 
job right becomes a habit. Then and 
then only will your new man be trained 
to qualify for success.” 


J. J. Klingenberger Advanced 

J. J. Klingenberger, auditor ot the 
Lincoln National Life, has been a? 
pointed assistant secretary and auditor. 
He has been with the company since 
1912, when he became secretary to the 


auditor. On his return from war service 

in 1918, he was appointed the first lay 

underwriter of the company. oe 
r 


years later he was appointed audito' 
accounts and supervisor © 
branch offices. Last February the audit- 
ing and agency clerical departments 
were combined and Mr. Klingenbergtt 


agency 


was appointed to supervise the combin 
work 
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Answers Given to Principles and 
Salesmanship Questions in Last 
June’s C.L.U. Degree Examination 


(b) Principles and Practices 
(Continued from last week) 
QUESTION 3 
“A.” a doctor aged 40, has a family 
consisting of a wife and two children, 
aged one year and three years respec- 
tively. His professional income is $10,- 
000 annually and of this at least $8,000 
is devoted to current living. He has 
shares of stock worth $25,000 (at present 
market quotations), which in this period 
of depression have become nondividend 
issues. He also owns a home worth 
$15,000 against which there is a mort- 
gage of $10,000. He carries no life in- 
surance, but frankly concedes all of the 
normal financial desires, such as a 
higher education of children, the leaving 
of a decent unimpaired estate, etc., etc. 
Outline, with your reasons, a compre- 
hensive insurance program for this man 
which will meet all the essential finan- 

cial needs to which he is subject. 


ANSWER 
Arrange for coverage of his needs in 
the order of importance and to the ex- 
tent that his income will permit: 


(1) Clean-up fund—(for funeral ex- 
penses, debts, taxes, settlement costs, 
etc.) 

(2) Mortgage protection 

(3) Family income 

(4) Educational funds for children 

(5) Old age investment program 

Since $8,000 for living expenses out 


of a $10,000 income is quite high, the 
doctor should be sold on the idea that 
the entire $2,000 available for savings 
and insurance should go into a safe in- 
vestment, which has power to create the 
estate he must have to complete his 
life plans. His stocks, without dividends 
at present, are good arguments for a 
conservative life insurance program 
from now on. 

I would allot the $2,000 available 
premium money to the best advantage, 
aiming to secure all permanent insur- 
ance (no term) if possible, but using 
term as may be necessary. It is always 
a question whether to work now for the 
ideal program on a reduced scale or for 
the entire program,—in the latter case 
using temporary rather than permanent 
lorms of policies. A good compromise 
usually proves best 

. ? -« 
therefore to 


My thought would be 


provide for 


(1) Clean-up fund — $2,500 ordinary 
life 
(2) Mortgage policy — $10,000 term 


(or ordinary life if possible) 
(3) Family income—This may be ac- 

complished by either 

.{a) Income policies to wife, and pos- 

sibly to children also, or by 


(b) A trust arrangement with a 
strong trust company, to provide the 
flexibility that is desirable with the 


varied and changing needs of a family. 
The amount of life insurance carried for 
the purpose should be at least $50,000. 
It would be desirable to have this on 
the 25 year endowment insurance plan, 








so that it would mature when the doctor 
retires, the proceeds then being left with 
the company at interest, used to pur- 
chase an annuity or turned over to a 
trust company to invest. Unless the 
doctor could be convinced that he 
should cut his living expenses sufficiently 
to meet the cost of this insurance on 
the endowment plan, it should be ordi- 
nary life insurance or twenty payment 
life insurance. Under either, the sav- 
ings element would be considerable and 
could be used for providing a retirement 
income. Provision should be made for 
use of income, and if necessary, for 
some of the principal, any balance going 
to the children. 

(4) Educational 
of $5,000 each—under 
the trust company. 

(5) Arrange—for the doctor’s special 
appeal, to merge all of the policies into 
a retirement fund when he retires after 
completing his plans. If he lives he 
will complete his financial program. If 
he dies, the insurance policies do the 
work. 

Other Features 

(1) Disability—Total and permanent 
disability coverage with waiver of pre- 
mium and income should be recom- 
mended to the maximum permitted by 
the insuring companies. The doctor's 
ability is his “capital.” 

(2) Premiums conveniently arranged 
—Have premium payments staggered 
over the year, so as to be more easily 
paid. 

(3) Sell him on “Life Insurance as an 
Investment” (rates A) which is ideal for 
a professional man. Urge him to stay 
out of the stock market—and concen- 
trate on his profession, as that will. pay 
in the long run. 


funds for 
agreement 


children 
with 


QUESTION 4 


“A” (aged 30), earning a salary of 
$4,000 a year and without any other 
estate of consequence, has made up his 
mind to select one of two types of con- 
tracts, but is in doubt as to whether it 
should be a whole life policy or a long 
term endowment maturing at age 65. 
He asks ‘you to advise him and you do 


so. State your reasons fully. 
ANSWER 
I would advise endowment at age 
65, for these reasons: 
(a) There is little difference in the 


rates between the two policies at age 30 
and he would possibly fritter away this 


difference without saving it through 
other means. 
(b) He is dependent upon salary 


rather than on his own business, there- 
fore his usefulness depreciates and at 
age 65 the life value has almost depreci- 
ated to zero. 

(c) He has nothing else accumulated, 
therefore he should have the sinking 
fund element of the endowment policy 
emphasized. 

(d) He could leave his dividends ac- 
cumulate under ordinary life insurance 
but chances are he would withdraw 
them at some time and thus destroy the 








65. lo 
urge the 


maturity of the policy at 
sure against this, I would 
cdowment plan. 

(ce) The larger reserve and loan 
values resulting from the small differ- 
ence in premiums would give him more 


! 
In- 
en- | 


This is a good favor of the 


endowment 


point in 


QUESTION 5 


According to the American experi- 
ence table of mortality and 3 percent in- 
terest, the net single premium for a 
whole life policy of $1,000, issued at age 
50, is $555.22. 

(a) Explain the method of comput- 
ing the net annual level premium for 
this whole life policy, assuming pre- 
miums to be continuous throughout life. 

(b) Explain the method of comput- 





i 
for emergencies such as unemployment 
| 


ing the net annual level premium for 
this whole life policy when it is desired 
to pay for the same in 20 annual level 
payments, instead of allowing premiums 


|to continue throughout life. 


(In view of the limited time available, 
it is not desired that you make your 
multiplications, additions, and divisions. 
Merely indicates all answers by letters 
beginning with “A” and then follow 
continuously with “B,” “C,” etc. Ia 
each explanation show the method of 
computation for only the first two years 
and the last two years. The problem 
aims to ascertain the correctness of pro- 
cedure and not actual results.) 

(Here followed a _ section of the 
American experience table of mortality 
and fifty year table of the present values 
of $1.00 at 3 percent.) 


ANSWER 
Net Single Premium . 
- ae on een Saat Net level premium for continuous pre- 
(a) Present value of life annuity mium ordinary life insurance 
due of $1 per year for rest of 
life. 
$1.00 M! 
68.842 
———= € 1.00 x .970874 M? 
69,804 
67,841 
- x 1.00 x .942596 M* 
69,804 
21 
x 1.00 x .264439 M* 
69.804 
3 
x 1.00 x .256737 M“ 
69,804 
M' + M M* + M* 
Present value of life annuity due for rest of life 
655.22 
- -— Net annual level premium for continuous 
M + M + + M* M* premium ordinary life insurance 
Net Single Premium 
. . - — Net level premium for 20 payment life 
(b) Present value of annuity due 
of $1 for 20 years 
$1.00 M! 
68,842 
- x 1.00 x .970874 M 
69,804 
67,841 
x 1.00 x .942596 M* 
69,804 
43,133 
x 1.00 x .570286 M'* 
69.804 
40,890 
al — x 1.00 x .553676 M* 
69,804 
M' + M® 4 + M*® + M 
Present value of life annuity due of $1 per year for 
20 years 
555.22 : 
- . - — — Net annual level premium for 20 payment 
M' + M*® + M? M” life 


PART II—LIFE INSURANCE 
SALESMANSHIP 


QUESTION 1 


Discuss the normal behavior and strat- | 


egy of the prospect and of the under- 
writer as they usually manifest them- 
selves in the sale of life insurance upon 
the occasion of the first interview. 
ANSWER 

The normal behavior and strategy of 
the prospect in the first interview is, 
first, that he sets as many barriers in 
front of the salesman as possible. He 
makes it as difficult as possible for the 
salesman to see him at all and with the 
aid of his secretary he may attempt to 
keep the underwriter out of his office 
This is the first barrier through which 
he must pass. 

Second, there is a natural inertia 
within the prospect in his buying habits 





which he does not wish disturbed and 
for that reason the underwriter is un- 
welcome. The prospect, therefore, at- 
tempts to dismiss him. 

Third, the idea of death is repulsive 
and therefore the prospect does not wish 
to talk about it. The last two named 
reactions make the average prospect un- 
willing to be interviewed and for these 
reasons the replies: “I don’t want or 
need any insurance” or “I am too busy,” 
may be expected. It is here that the 
tactics of the salesman must come into 
play to secure attention, arouse interest, 
desire, conviction and action 

In regard to the strategy of the under- 
writer, first he must find out all the 
information he can concerning his pros- 
pect, find out if possible his responsi- 
bilities, his ambitr@ns and desires. 


“a Ss 
Second, he must use his strategy to 
pass the secretary and obtaia at least 
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a hearing. In this the salesman should 
be considerate of everyone, and obtain 
the confidence of the prospect's subordi- 
nates to the extent that they will help 
him to see the prospect. He should 
present an appearance and manner 
which will help him cross this barrier 
without difficulty, such as, “Tell Mr. 
Prospect that Mr. Smith is here.” 
When face to face with the prospect 
the strategy turns to tactics, and as pre- 


viously stated, the underwriter must 
obtain the prospect's attention and in- 
terest. 


before the salesman even 
prospect, he should outline 
in his own mind the following: (a) 
What am I selling. (b) To whom am 
I selling. (c) Just what are the pros- 
pect’s exact needs. (d) What convic- 
tions and impulses must I arouse to 
make him buy? 


‘However, 
goes to the 


QUESTION 2-: 


Dr. John Brown, a physician, age 34, 
is married to Elizabeth Brown, age 31, 
and has two children, Harry, age 7 and 
Margaret, age 4. His annual income is 
$10,000, of which $8,000 is used for liv- 
ing expenses. He owns his home which 
is valued at $15,000 but subject to a first 
mortgage of $6,000; his savings bank ac- 
count totals $2,000 and he has stocks 
and bonds valued (at current quota- 
tions) at $4,000. He now carries $10,- 
000 ordinary life insurance payable to 
his wife in a lump sum. (a) What spe- 
cific insurance proposal would you rec- 
ommend? (b) Outline briefly the ap- 
proach you would use. (c) How would 
you answer an objection that the un- 
certainty of present conditions prevents 
him from committing himself to a defi- 
nite program of expenditure? 

ANSWER 


(a) I would recommend a property 
and life insurance trust with $75,000 en- 
dowment at 65. This together with his 
present insurance of $10,000 and sav- 
ings account and stocks would give an 
approximate estate of $90,000 of which 
$11,000 should be paid in a lump sum. 
Of this amount $5,000 may be used to 
cover taxes, expenses of last illness, 
burial expense, debts, etc., and $6,000 to 
pay off mortgage on home. This would 
leave a fund of $79,000 which would give 
his wife a monthly income of about 
$325 until the children are ready for 
college at which time the income should 
be increased so that each child might 
have $100 per month for four years of 
college training and for a longer period 
if they should have the ability and in- 
clination to take special work. The 
wife should have the privilege of draw- 
ing on principal in case of sickness or 
emergencies. 

a , 

After the children have finished col- 
lege, all that remains of the fund over 
$50,000 should be divided equally among 
the children. The share should 
be held by the trust company and ih- 
terest paid thereon until such time, as 
in the judgment of the trustee, he has 
demonstrated his ability to handle 


’ 
son s 





money or shows a need to enter busi- 
ness and that it appears he has a reason- 
able chance of success in the venture. 
The daughter’s share should be held and 
interest thereon paid to her until she 
shall have attained age 55, at which 
time the balance of the fund on hand 
to her credit should be used to pur- 
chase a life annuity for her if she de- 
sires. Otherwise she should have the 
right to will. The wife’s share of $50,- 
000 should be held intact and interest 
paid thereon until she attains age 55, at 
which time she should have the privi- 
lege of taking a life annuity or, if she 
desires, take only interest and pass the 
principal on to the children at her death. 
Should Dr. Brown survive to age 65, he 
will have more than $75,000 in cash, 
which would give him a life annuity of 
approximately $7,500 per year ora joint 
and survivorship annuity for himself and 
Mrs. Brown of approximately $6,000 per 
year, so that in any event both he and 
Mrs. Brown would be provided for. 

A disability clause providing for wai- 
ver of premium and income should be 
endorsed on at least $50,000 of the in- 
surance, and a waiver of premium clause 
added to the rest even if the income fea- 
ture is not included. 

6 ~@ 

(b) Dr. Brown, if you had a machine 
that was worth $75,000, you would in- 
sure it, wouldn't you. If you knew that 
the probable life of that machine as a 
productive piece of equipment was 
about 30 years, you would charge off 
a certain amount each year for depreci- 
ation, wouldn't you? If you knew that 
this machine paid you $10,000 per year 
and that in case it should be temporarily 
put out of commission, the revenue from 
it would cease, you would want inter- 
ruption insurance, wouldn’t you? If you 
had issued bonds of $75,000 on this ma- 
chine due in 30 years, you would set 
up a _ sinking fund to meet them, 
wouldn't you? ° 

Doctor, that is briefly an outline of 
yourself. You are making approxi- 
mately $10,000 per year. Your human 
life value to your family and yourself 





is worth at least $75,000 to $100,000. 


a 


You know that if you live, that at about 
age 65 people may not want an old man 
as their doctor and besides you have 
worked hard all your life and should 
then be able to retire to do some of the 
things you have always wanted to do 
but just couldn’t quite get around to— 
to read the books you have always 
wanted to read, to play golf, to fish, to 
go to Florida or California in the win- 
ter, to the Maine woods in the summer, 
to make a trip to Europe, in short, to 
enjoy a life of leisure and entertain- 
ment in your old age. Would you not 
like then to have financial worries 
passed forever as far as you are con- 
cerned—to be so that you need never 
look at a financial page to see whether 
your stocks are up or down; to have 
no fear of the necessity of ever being 
compelled to invest or re-invest your 
funds, but to have the supreme satis- 
faction of knowing that on the first day 
of each month for every year that you 
or Mrs. Brown may live, a great life 
insurance company will send you a 
check for $500 to $600—and it doesn’t 
make any difference how long you live, 
whether times are good or bad, whether 
stocks are up or down, whether we have 
depression or prosperity, your check 
will be there every month. Isn't that 
a wonderful plan, doctor, and best of all, 
if you happen not to live to complete 
your depreciation account or if you 
should unfortunately become disabled, 
this great insurance company will step 
in and take care of your wife, your boy 
Harry, help start him in business, give 
both him and Margaret an education and 
give Margaret a monthly income as 
long as she lives when she has finished 
college. If you are disabled, we will 
continue your deposits for you and pay 
you a sufficient income to take care of 
your family. 
* * * 

(c) Doctor, you can make the first 
deposit. The estate is created immedi- 
ately. The very fact that you are hesi- 
tating about committing yourself is 
more reason why your family would be 
so much worse off if anything should 
happen to you. If you cannot afford to 





Interview With Young Man 





New York 
following as 
young man 


The Equitable Life of 
“Agency Item” gives the 
a model interview with a 
25 vears of age: 

Clerk: You are barking up the wrong 
tree. I don’t need any life insurance 
and couldn't afford to pay for it if I did. 
I have no intention of getting married, 
I have no one dependent on me, and I 
have all I can do to take care of myself. 


Agent: What do you do with your 
savings? 
C ‘lerk: I haven't saved anything thus 


far, but I hope to save a little from year 
to year in the future. 





Agent: If I could give you a capital 
of $2,500, wouldn't it be to your advan- | 
tage, and wouldn’t it stimulate you to 


gradually build up an estate? 

Clerk: “If wishes were horses beg- 
gars would ride.” But wishing for a 
capital will not produce it. 

Agent: Do you think you could save 
eight or nine dollars a month from your 
income? 

Clerk: Perhaps. 

Agent: Well, if you will set aside 
$8.25 a month I will make you a capital- 
ist today. That is to say, I will give 
you an insurance capital of $2,500. 

Clerk: And when I die, someone else 
will get hold of the money? 

Agent: No, thirty years from today 
vou will receive that sum in hard cash 
The policy I’m offering you is a 30-year 
endowment. 








App-a-Week Agent Tells 


Lessons Record Teaches 








M. P. Kennedy, district manager of 
the J. H. Blackman agency for the 
Mutual Life of New York in Scranton, 
Pa., who has made a record for con. 
tinuous weekly production since Oc- 
tober, 1928, in reflecting upon his ac. 
complishment, makes the following ob- 
servations: 

“Getting an application a week,” he 
says, “sets a definite weekly task. When 
one has a definite task to accomplish he 
must stay on the job. 

“zt provides joy of accomplishment. 
The man who is producing each week js 
happy. He hasn't time to get the blues. 

‘It keeps his toes and his eyes wide 
open. He must keep thinking and 
watching all the time for new prospects. 

“It makes one get out and see people, 
You will surely get an application each 
week if you see enough people. 


Can’t Trust to Luck 


“Trusting to luck will not produce 
each week. You must place your faith 
in hard work instead of luck and you 
will hit the bull’s eye every time. 

“Plan your work,” he advises, “and 
stick to the plan. A good plan that 
does not work is full of sadness. 

“Just drive yourself to getting an ap- 
plication each week and you will soon 
find yourself well trained and you won't 
have to drive so hard. 

“In every other line you have to ac- 
complish so much every day or you will 
soon find yourself out. The same prin- 
ciple can be applied to life insurance, 

“A hit or miss plan must be worked 


twice as hard to get results. Know 
where you are going and why you are 


going and you will find it much easier, 
‘The best suggestion of all is to get 
out and work and you can't fail.” 


commit yourself to this small part of 
your income, how do you expect your 
wife to bring up your two children on 
an income of less than $100 per month? 
Your income is only slightly affected 
by conditions. If you expect to have 
anything in old age and not be de- 
pendent upon your children for a living, 
you must start systematic saving some- 
time—now is the best time to start. 
(TO BE CONTINUED NEXT WEEK) 


Shapro Speaks in Syracuse 


Ben F. Shapro, general agent for the 
Penn Mutual Life in San Francisco and 
president of the San Francisco Life Un- 
derwriters Association, who was_ the 
guest of W. L. Boyce, manager Syra- 


cuse, N. Y., for the Equitable Life of 
New York, addressed the Boyce agency 
Monday. He urged adoption of an or- 


ganized sales presentation and also 
pointed out the value of vested renewal 
account to the average life underwriter. 





Today 
Our Men 


Are Building— 


Executive Offices + 





Serurity Lite Jusurauce Company of America 


One Thirty Four North La Salle Street + 


A Greater 
Security 


Tomorrow 






Chicago 
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* A few of the Leading 
Agencies and Pro- 


ducers who use 
The Estate-O-Graph 


J. W. Bishop, Chattanooga, Tenn. 

DeForest Bowman, Chicago, Illinois. 

Earle W. Brailey, Cleveland, Ohio. 

H. L. Cantelon, Indianapolis, Ind. 

H. O. Claywell, Buenos Aires, Argen- 
tina. 

G. V. Cleary, Chicago, II. 

George Cowton, Grand Island, Nebr. 

Charles C. Dibble, Cleveland, Ohio. 

L. P. Good, San Diego, Cal. 

Clay W. Hamlin, Buffalo, N. Y. 

Samuel Heifetz, Chicago, Ill. 

Ives & Myrick, New York City. 

Alma D. Katz, Portland, Oregon. 

George E. Lackey, Oklahoma City. 

Rudolph LeBoy, Chicago, Il. 

Wm. A. G. Linn, Lewistown, Pa. 

Moore & Summers, Boston, Mass. 

Joseph P. Mulder, Seattle, Wash. 

W. A. Peace, Toronto, Ontario, Canada. 

Rogers & Darling, Cedar Rapids, Iowa. 

Reuling & Williamson, Peoria, III. 

J. Newton Russell, Los Angeles, Cal. 

F. B. Schwentker, Phoenix, Ariz. 

L. A. Spencer, Youngstown, Ohio. 

Standart & Main, Denver, Colo. 

Raleigh R. Stotz, Grand Rapids, Mich. 

Frank L. Sveska, Omaha, Nebr. 

L. A. Thebaud, Buffalo, N. Y. 

C. T. Thurman, Richmond, Va. 


Edward A. Woods Company, Pitts- 
burgh. 


* ¥ * 


A STAR 


“In two cases particularly I was successful in 
securing over $60,000 of new business directly 
as a result of the issue regarding business agree- 
ments and investment insurance.”—Bernard Vise, 
Imperial Life of Canada, Toronto, Ont. 


“We believe that The ESTATE-O-GRAPH has 
been one of the factors in maintaining this agency 
among the leading Agencies of the Mutual Life 
Insurance Company of New York.” — Alma D. 
Katz, Mutual Life of N. Y., Portland, Ore. 


“My 1930 business was 22% better than in 1929, 
and I am sure THE ESTATE-O-GRAPH has 
helped me to make it so.”"—Wm. A. G. Linn, 
Equitable of N. Y., Lewiston, Pa. 


These are typical comments received from fran- 
chise holders. They know that The Estate-O- 
Graph is a producer for them. 


Your Own Publication 


The Estate-O-Graph is a dignified picture publication 
to distribute to clients and prospects. It is beautifully 
printed by the Rotogravure process. It is your own 
publication: no name appears on it expect yours, which 
is prominently printed on the first page. 


It considers various phases of life insurance, one issue 
being devoted to Business Insurance, another to Monthly 
Income, Insurance for Young Men, etc. Except in the 
largest cities it is sold on the exclusive basis. 


The Estate-O-Graph pictures the benefits of Life In- 
surance at work. It demonstrates by means of carefully 
posed pictures what Life Insurance will do for the 
prospect and his family. 


You are immensely interested in Life Insurance; the 

rospect isn’t. You know a lot about it; he doesn’t. 
fou see the opportunities for its use and the importance 
of its benefits; he doesn’t. The Estate-O-Graph serves 
to bring the prospect’s mind in accord with yours. 


Use the Estate-O-Graph to make and keep your pros- 
pects and clients “insurance-conscious.” The experience 
of others shows that it works. Outstanding producers 
use it, recommend it. Ask us for the name of a sub- 
scriber near you or the names of representatives of your 
company who are franchise holders. 


PRODUCER 


for STAR SALESMEN 


The Estate-O-Graph 
Portfolio 


This interesting portfolio (illustrated below) contains 
sample copies of one year’s issue and information re- 
garding the service. It is sent on approval on receipt 
of one dollar. If you reserve the franchise, the dollar 
is credited to your account; if you don’t you can return 
the Portfolio and your money will be refunded. 


Find out whether the exclusive franchise for your city 
is available. Use the coupon below to order the Estate- 
O-Graph Portfolio. 





This is The Estate-O-Graph Portfolio containing sample copies of 
@ year's issue, and complete information regarding The Estate- 
O-Graph plan. 








The National Underwriter Company, 
175 W. Jackson Blvd., 
Chicago, Illinois. 

For the enclosed $1.00 (check or currency) please 
send me THE ESTATE-O-GRAPH Portfolio. If I 
order the service this dollar will be credited to my 


account; if not I may return the Portfolio and my 
money will be refunded. 
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A Few Policy 


Contracts 
Endowment at Age Sixty-Five. 
20 payment 
Continuous Premiums 
Multiple Option (Coupon Pol- 


icy). 
Central Life Select Risk Or- 
dinary Life 
Modified Ordinary Life. 
Modified Term Expectancy. 
Continuous Monthly Instalment. 
Guaranteed Retirement Income 
at ages 55-60-65. 
Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 
Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 
a8 


Location 

The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance, The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 
The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
occasional Contests so arranged 
that large and small producers 
alike can win. 











CENTRAL LIFE 
INSURANCE 


COMPANY 
OF ILLINOIS 


CHICAGO 


o o © 


ALFRED MacARTHUR President 


R. E. IRISH: : : : Vice President 


HE Central Life Insurance Company 

is agency-minded. Aggressive field 
trained executives with years of actual 
experience behind them direct this 
twenty-two-year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 
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Underwriting 
Facilities 

Participating Life Insurance. 

Non-Participating Life Insur- 
ance, 

Annuities—immediate and de 
ferred. 

All Non-Participating policies 
participate when paid up. 

A broad selection of policy con- 
tracts. j 

Policy contracts free from restric- 
tions. 

Policy contracts free from tech- 
nicalities. 

Cash value available at the end of 
second year. 

Automatic premium loan privi- 
lege keeps business in force, 

Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable, 

Age limits one day to sixty-five. 

Non-Medical business up to three 
thousand dollars. 

Excess interest paid on funds left 
with the company. 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 














